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NATIONAL LIBERTY 
QUITS AIR LINE 


Volume of Business Too Small to Ena- 
ble Company to Get Satisfactory 
Spread 














RE-INSURES THIS INSURANCE 





May Re-Enter Field When Aviation 
Becomes More of An Industry; 
H. C. Senior Was Manager 





The National Liberty Insurance Com- 
pany is now definitely out of the air- 
craft insurance business. H. C. Senior, 
the manager of the company’s aviation 
insurance department, has completed 
all the details in connection with the 
closing up of his department. 

Business which was outstanding has 
been re-insured and no new aviation 
business has been accepted since the 
thirtieth of June, the date when the clos- 
ing order went into effect. This also ap- 
plies to the company’s Western depart- 
ment, so the National Liberty is com- 
pletely out of the field. 

The company’s reason for quitting 
aviation insurance is simply that the 
volume of business is too small to be 
profitable. Losses have not been out 
of the ordinary, and the company’s loss 
ratio for this year compares favorably 
with that of other company-members 
of the National Aircraft Underwriters’ 
Association. In fact, Mr. Senior stated 
that this year’s loss record is better 
than last year’s. 


It is the intention of the company to 
be ready at any time to re-enter the 
field of aviation insurance whenever 
the business may prove large enough. 
Mr. Senior expects to remain with the 
National Liberty and will probably be 
connected with the automobile end of 
the business. This company was one of 
the first to write aviation insurance in 
this country. 





RAILROAD NOT LIABLE 


The New Jersey Supreme Court at 
Trenton on July 16 held that a railroad 
company cannot be held liable for fires 
resulting from sparks from a locomo- 
tive engine when every possible pre- 
caution has been taken to prevent such 
fires, in dismissing the application of 
W. A. Manda, Ine., for a new trial in 
its suit to recover $5,000 from the 
Lackawanna R.R. for damages result- 
ing from a fire on April 1, 1915, when 
sparks ignited and destroyed nursery 
stock owned by the plaintiffs at 
South Orange. 
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First British Insurance Office Established in United States A. D. 1804 


-PHEENIX- 





(ESTABLISHED 1782) 


ASSURANCE COMPANY LT© OF LONDON 


A Corporation which has stood the test of time! 
139 YEARS of successful business operation. World- 


wide interests. Absolute security. Excellent service 


and facilities. 








UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 


PERCIVAL BERESFORD, U. S. Manager 
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““AMERICA *S OLDEST FIRE AND MARINE INSURANCE COMPANY ”’ 








1792 


122-126 WILLIAM STREET, 


INSURANCE COMPANY of NORTH AMERICA 





CAPITAL............ $5,000,900 


FIRE—AUTOMOBILE—MARINE 
Brokerage and Service Department 


CHAS. F. ENDERLY, Manager 


PHILADELPHIA 


1921 


NEW YORK CITY 




















1867 





For information address: 


THE 


EQUITABLE LIFE OF IOWA 


Results of 1920 


$254,538,407.00 of Insurance in Force 
$ 62,399,248.00 New Business in 1920 (paid for) 





Sixty-nine per cent of all business 


written since organization still in force. 








Home Office, Des Moines 


1921 





NEW REGULATIONS FOR 
U.S, TERM INSURANCE 


Re-Instatement or Conversion Provi- 
sions After Separation From 
Active Service 








MADE EFFECTIVE ON JULY 1 





When Premiums Are Due; Grace Peri- 
ods; Earned Premiums and Other 
Points Covered 





Under date of June 30 the Bureau of 
War Risk Insurance, C. R. Forbes, di- 
rector, issued regulations in reference 
to re-instatement of term insurance, or 
conversion thereof, after separation 
from the active service. The regula- 
tions are given herewith: 

Due Date of Premiums 


1. When any person insured under 
the provisions of the war risk insur- 
ance act leaves the active military or 
naval service, the monthly premium 
which, had he remained in the service, 
would have been payable on the last 
day of the calendar month in which 
he was discharged, will be due and 
payable on the first day of the calen- 
dar month following the date of his 
discharge, and thereafter monthly pre- 
miums shall be due and payable on the 
first day of each calendar month. 

What Monthly Premium Pays For 

The monthly premium so due and 
payable on the first day’ of the calen- 
dar month shall be deemed to carry 
such insurance for the then current 
calendar month. 

When Insurance Lapses—Grace Period 

The premiums due and payable on 
the first day of any calendar month 
may, however, be paid thereafter at 
any time within 31 days, including the 
first day of said month, which shall 
constitute a grace period for the pay- 
ment of such premium. During such 
grace period the insurance shall re- 
main in force, but the unpaid premiums 
shall be deducted from any settlement 
under,the insurance on account of any 
claims arising during such grace pe- 
riod. 

Premiums Required To Reinstate Term 
Insurance 

2. In every case where reinstate- 
ment, in whole or in part, of lapsed 
or canceled term insurance is desired, 
the applicant shall, during his life- 
time, as a condition to reinstatement, 
make tender of the premium for one 
month (the grace period) on the 
amount of term insurance to be rein- 
stated, and also the amount of at least 
the first month’s premium on the term 
insurance to be reinstated. 

Premiums Required To Reinstate Term 
Insurance and Convert Same 
In cases where the applicant desires 
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Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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to convert his lapsed or canceled term 
insurance, he shall during his lifetime 
make tender of the premium for one 
month (the grace period) on the 
amount of term insurance to be rein- 
stated and converted, and also of the 
first premium on the converted insur- 


ance. 


Effective Date of Reinstatement or 
Reinstatement and Conversion 


8. The effective date of term insur- 
ance reinstated, or reinstated and con- 
verted, shall be the first day of the 
month in which the requirements for 
reinstatement, or reinstatement and 
conversion, have been complied with, 
unless the applicant requests the bu- 
reau in writing that the effective date 
shall be the first day of the following 
month. 


Payment of Earned Premiums—a Con- 
dition to Reinstatement or 
Conversion 


4. As a further condition to rein- 
statement of term insurance or to the 
reinstatement and conversion of term 
insurance, the applicant shall be re- 
quired to pay all unpaid premiums 
earned because of protection given him 
during the period of his active service, 
and due at the time of his discharge 
or resignation: Provided, That where 
payment of such earned premiums is 
not demanded by the bureau prior to 
the time of reinstatement or. of con- 
version, the amount of such premiums 
remaining unpaid shall be regarded as 
a lien against the insurance reinstated 
or converted and, ‘unless otherwise 
paid, shall be deducted from the pro- 
ceeds of such insurance. 


Reinstatement By Paying Two Pre- 
miums 


5. Term insurance which has lapsed 
or has been canceled may be reiustat- 
ed, or reinstated and converted at any 
time prior to January 1, 1922, by the 
applicant, during his lifetime, making 
tender of the premiums as required in 
paragraphs 2 and 4 hereof, and filing 
with the Bureau of War Risk Insurance 
an application for reinstatement signed 
by him, under the following conditions: 


(a) Within three calendar months, 
including the calendar month for which 
the unpaid premium was due. provided 
the applicant is in as good health as 
he was at the due date of the premium 
in default and so states in his written 
application. 

(b) After the expiration of the period 
mentioned in clause (a) aad within six 
calendar months, including the month 
for which the unpaid premium was due, 
provided that the applicant is in good 
health and so states in his written ap- 
plication, and further provided that 
such application is substantiated by a 
short medical certificate, made at the 
applicant’s expense, by a reputable 
physician licensed to practice medi- 
cine. 


(c) After the expiration of the period 
mentioned in ¢lause (b) and prior to 
January 1, 1922, provided that the ap- 
plicant is in good health and so states 
in his written application, and provid- 
ed further that such application is sub 
stantiated by a report of a full medica! 
examination, made at the applicant’s 
expense, by a reputable physician li- 
censed to practice medicine, 










direct leads—all interested 


Fidelity operates in 40 states. 


since 1878. 
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AGENCY CO-OPERATION 


through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,34) 
rospects who requested information. 
service, and its original policy contracts, enabled Fidelity to show an | 
increase of 28.35 per cent. in paid business last year. 

Full level mF oe gg reserve basis, | 
Insurance in force over $203,000,000. 


A few openings for the right men. | 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
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Faithfully serving insurers 
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Speaking of the moral hazards which 
the insurance companies have to meet, 
listen to this: 

The other day I discovered that the 
common stock in a large undertaking 
establishment in one of our Eastern 
cities is largely owned by doctors. 

It doesn’t require the services of a 
Philadelphia lawyer to discover some 
significance in this arrangement. I 
don’t know whether the officials of life 
insurance companies will be intrigued 
with the thought, as the saying is, but 
possibly the news may be of interest. 

Let’s allow our imagination to roam 
a bit and fancy that old Dr. Brown has 
called on Mr. Jones who appears to be 
a very sick man. Dr. Brown being a 
heavy stockholder in the Rosary Un- 
dertaking and Embalming Company 
with headquarters just around the cor- 








ner, can meditate on the following sug- 
gestions during his diagnosis and may- 
hap engage in what Hamlet termed a 
“soliloquy” somewhat as follows: 

“*To be or not to be.’ Is Jones 
worth more to me as a continuing pa- 
tient or shall I cash in immediately by 
adding to the volume of business of the 
aforesaid undertaking establishment 
and thus help swell the dividends on 
the stock, a fair proportion of which 
I quite incidentally happen to own?” 

If Dr. Brown has a Dun or Bradstreet 
book in his office (and I presume un- 
der the circumstances that he may 
again quite incidentally subscribe to 
the service), will he look up Mr. Jones’ 
rating and mentally calculate on how 
extravagant a funeral his family may 
decide to hold? 

How would you, gentle reader, like 
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727 Monadnock Block, CHICAGO 


Home Office: OKLAHOMA CITY, OKLA. 


Farm mortgage loans, such as desired by the most 


exacting insurance companies, are sold by 


The F. B. Collins 


Investment Co. 


Members Farm Mortgage Bankers Association of America 























Special Service to Insurance Companies 








to call in an M. D. and make arrange. 
ments for a delicate operation on your 
good self, feeling that if you chanceq 


to pass away you would materially ep. 
hence the fortunes of the surgeon? 
(Medical journals please copy.) 

I was once told by a life insurance 


Official that their company did not g9 
licit the insurance of the wives of 
physicians, the idea being that well, 
you can supply this idea just as wel] 
as Ican. Yet it seems to me that this 


arrangement of “collusion” between the 
undertaking establishment and the doc. 
tor offers a far greater financia] op- 
portunity to let say a reasonable num. 
ber of patients slip away under th: 
ether cone than to conduct a paltry 
retail business by merely losing a wife 
or two. 

_ Of course the life of the averag2 
Christian Scientist would not pe 
placed in jeopardy through an arrange. 
ment of this kind unless perchance tho 
long distance C. S. healer happens also 
to ‘be a stockholder in an undertaking 
establishment or a gravedigging enter. 
prise. Naturally the ramifications of 
this idea are rather broad. Why not 
sell the doctor stock in a real estate 
organization which specializes in ceme- 
tery property or in a company dealing 
in lumber from which coffins are made 
or a casket handle manufacturing com- 
pany or a large firm of florists or ina 
business house which manufactures 
candles or mourning millinery. 

The lawyer too can very possibly sit 
in under this umbrella and be tipped 
off by the doctor that old or young Mr. 
or Mrs. So-and-So is about to be al 
lowed to slide into the Beyond and 
that it might not be a bad idea for him 
to get busy and send the family a 
printed announcement setting forth 
the advantages of having a high class 
legal advisor to help settle up the es- 
tate and explain the intricacies of the 
Inheritance Tax, all of which sugges- 
tions at. least intimate that in the 
midst of life we may quite possibly be 
even nearer death than many of us 


suppose. 

In fact, I am not sure that in prepar- 
ing this article I have not unwittingly 
supplied the insurance agent with an- 
other excellent reason for persuading 
persons to carry a reasonable sized 


life policy. 

So if any insurance company wishes 
to take advantage of this material and 
reprint it they have the writer's full 
permission to go as far as they like. 


Hhlrage nok 


BARNES PROMOTED HERE 
Robert L. Barnes has been appointed 
adjuster to succeed S. Don Carlos, who 
has been transferred to the home office 
of the Travelers. Mr. Barnes has been 
assistant adjuster in the life, accident, 
and group departments of tle Travel- 

ers in the New York branch office. 








E. F. Edmunds, special agent of the 
42d street branch of the Travelers i 
New York City, has been made man 
ager of the life and accident depart 
ments of the 149th street branch office. 





The Bankers Life has been admitted 
to North Carolina. 
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Emphasizes Security 
Of Insurance Estate 


MACLEAN ON POLICY OPTIONS 


Uses N. Y., N. H. & H. Dividend. Crash 
to Hammer Home Point in 
An Article 





Probably no railroad stock in this 
country ever enjoyed greater confidence 
than shares of the New York, New 
Haven & Hartford, which until 1912 
paid 10 per cent dividends; then 8 
per cent and finally on September 30, 
1913, 1% per cent. Since then there 
have been no dividends. In 1901 the 
stock was sold for 201. Thousands of 
families in New England had incomes 
from N. Y., N. H. & H. stock before 
the crash. 

In an article published in “The 
Radiator,” of the Massachusetts Mutual 
Life, Alexander T. MacLean, assistant 
actuary, writing of emphasizing the 
security of a life insurance estate, uses 
the railroad stock as a peg on which 
to tell a life insurance story. He says: 

“There happens to have existed a 
fund of $31,500 representing 150 shares 
of New Haven stock which was pur- 
chased in 1901 at 210, and I think you 
may be interested in a comparison of 
the earnings and results of that invest- 
ment as compared with a _ similar 
amount deposited with our own coin- 
pany at the same time under our 
Option ‘D.’ 

“To put the matter somewhat briefly, 
the total interest earnings from 1901 
to the present time on the stock 
amounted to $18,496.95. This includes 
some income from the sale of rights. 
The income on the money left with the 
insurance company would, during the 
same period, have amounted to no less 
than $27,247. However, the most re- 
markable thing about these two funds 
is brought before us when we consider 
their cash value at the present time. 
The fund consisting of New Haven 
stock, if sold to-day, would be worth 
only $2,250, a loss of 93 per cent of the 
original capital invested. 

“On the other hand, the fund left 
under Option ‘D’ is still worth $31,- 
500 in cash, and this cash can be ob- 
tained at any time. Further, the in- 
surance fund is earning interest at the 
rate of 4% per cent per annum, where- 
as the fund invested in the railroad 
stock produces no income whatsoever. 

“If a beneficiary under one of the 
policies in our company had had our 
Option ‘D’ presented to her, with the 
advice that it would be a very good 
thing to leave the money with us, she 
probably would have said, like so many 
others, ‘Why shouldn’t I put the money 
in New Haven stock and get 5 per 
cent? Your company is paying but 4 
per cent, and 1 per cent on my capital 
is $300 a year that I cannot afford to 
forego.’ But just think of the difference 
in these two estates to-day and remem- 
ber this case next time any person 
_ this or a similar proposition up 

0 you.” 





AMERICAN LIFE OF DETROIT 





New Name-of Northern Assurance; 
Reinsurance Treaty Confirmed By 
Board of Directors 





At a meeting of stockholders of the 
Northern Assurance Company, in 
Detroit, Mich., the treaty of reinsur- 
ance between the American Life In- 
surance Company, of Des Moines, 
Iowa, and the Northern Assurance 
Company, for the consolidation of these 
two enterprises, was unanimously rati- 
fied. The votes present and repre- 
Sented exceeded 1,800 of the 2,000 out- 
Standing shares. 

By the same vote, a resolution was 
Tatified amending the articles of incor- 
Poration of the Northern Assurance so 
as to change the name to American 
Life Insurance Company, Detroit, 
Michigan, 

















The Prudential 


Insurance 


Company 
of America 





FORREST F. DRYDEN 
President 


HOME OFFICE 
Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 

















Canadian Life Men 
Plan Big Convention 


VICTORIA SEAT OF MEETING 





Life Underwriters Assn. of Canada 
Completes Good Program for 
Annual Meeting; Thorpe to 
Speak 





The program for the annual conven- 
tion of the Life Underwriters’ Associa- 
tion of Canada has been completed and 
it gives promise..of being the biggest 
and best convention the life men have 
ever held in Canada. Sessions will be 
held in Victoria on August 17, 18, and 
19, with an executive committee meet- 
ing on Tuesday, August 16. 

Wednesday morning, after the invo- 
cation, Premier Oliver and Mayor Por- 
ter will deliver addresses of welcome, 
O. B. Shortly, president of the Life Un- 
derwriters Association of Canada, will 
give the customary “president’s ad- 
dress.” B. C. Nicholas, managing edi- 
tor Victoria Daily Times, will speak on 
a subject of his own choosing. 

In the afternoon the following sub- 
jects will be discussed: “Mental Atti- 
tude and Physical Fitness,” Dr. T. But- 
ler; “Preparation for and How to Dom- 
inate the Interview,” A. R. Piper; “The 
Selling Process’’—speaker to be select- 
ed among American life underwriters; 
“How to Close,” J. W. Twiss. 

The program for Thursday is this: 
“Income Insurance,” Hon. J. W. De~ 
Farriss, attorney general of B. C.; 
“The Value of Training to the Life In- 
surance Salesman,’ Thos. Hilliard, 
president, Dominion Life; “How to 
Present Monthly Income Insurance,” F. 
Lewin; “The Tragedies of Life That 
Could Have Been Averted by Life In- 
surance,” Hon. Mary Smith, M. P. 

Afternoon session: “Business Insur- 
ance and How to Sell It,” J. Birming- 
ham, president Vancouver L. U. A.; 
“How to Sell the Farmer,” W. Dwight 
Mead; “The Value of Individual Adver- 
tising,’” J. E. Runions; “Conservation 
of Business and Prevénting Lapses,” 
C. C. Ferguson. At seven-thirty in the 
evening an informal banquet wilil be 
held. Among the speakers are: Orville 
Thorpe, president National Life Under- 
writers’ Association, and M. A. Mac- 
Donald, K.C. M.P.P. 

Friday morning’s session will close 
the convention. The subjects to be dis- 
cussed: “The Institutional Advertising 
Campaign,” J. H. Castle Graham; 
“Service to the Public,” A. S. Elford; 
“How to Sell Large Policies by Selling 
Monthly Income,” F. W. Marsh. 





MORRIS PLAN INSURANCE 





Where One Company Is Agent of An 
other, Waiver of Lapse Binds 
The Other 





An interesting decision on the lapse 
and non-reinstatement of a policy issued 
by the Morris Plan Insurance Society, 
has been rendered in the Supreme 
Court of New York, Appellate Term, 
the plaintiff being Emilie Fogg. In 
brief the decision is, that where one 
company is a mere adjunct or instru- 
mentality of another the waiver by one 
company of a lapse for non-payment of 
premiums is binding also upon the 
other. The decision will be printed in 
full in The Eastern Underwriter of next 
week. 





ELECT E. J. SISLEY 
E. J. Sisley, general agent of the 
Travelers, has been elected chairman 
of the executive committee of the Na- 
tional Association of Life Underwriters. 





A. J. Thomas, of Eastern Iowa, repre- 
senting the Massachusetts Mutual, has 
written one application every week for 
ten years. 
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The Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World 







ts In Business Placed In Service to the Public 


In Asse 
Greatest { -In Income Greatest In Business Gained Greatest < In Reduction of Mortality 
In Gain of Each In Business in Force In Health and Welfare Work 









METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 






HALEY FISKE, President FREDERICK H. ECKER, Vice-President 


Business Statement, December 31, 1920 








Assets - - - - - - - - . - $980,913,087.17 
Larger than those of any other Company in the World. 

Increase in Assets during 1920 - - - - $116,091,262.62 
Larger than that of any other Canepuiny 4 in the World. 

Liabilities . . . - . - > - . $947,465,234.24 





, 


Surplus - - - - - - - - - - $33,447,852.93 


Ordinary (annual premium) Life Insurance paid for in 1920 $1,062,389,920 
More than has ever been placed in one year by any Company in the World. 


Industrial (weekly premium) Insurance paid for in 1920 - $589,560,231 j 
More than has ever been placed in one year by any Company in the World. 


Total Insurance placed and paid for in 1920 - - - $1,651,950,151 
The largest amount placed in one year by any Company in the World. i 


Gain in Insurance in Force in 1920 - - - . - $1,036,360,080 
More than has ever been gained in one year by any Company in the World. 

The Company GAINED more insurance in force both in 1919 and in 1920 than ! 

any other Company WROTE. 






















19 per cent.; Bright's disease, nearly 27 per cent.; Infectious diseases of 
children, over 28 per cent. 


{In general reduction and for each principal cause of death this is far greater than that shown by 
statistics of the Registration Area of the United States. 


Death Rate for 1920 on the Industrial business lowest in history of Company. 


Dividends declared payable in 1921, nearly - +2 vel . $11,000,000 
Metropolitan Nurses made 1,625,271 visits in 1920, free of charge to sick Indus- 
vt Policy-holders, including 14,667 visits to persons insured under Group 
policies. 
arn Ta men distributed over Eighteen Millions of pieces of literature on 
e — 
Bringing the total distribution to over 213,000,000, exclusive of Company's health 
magazine, of which over 18,000,000 are annually distributed. 





Total Amount of Outstanding Insurance’ - - $6,380,012,514 ; 
Larger than that of any other Company in the World. | 

Number of Policies in Force December 31, 1920 - - 23,899,997 
Larger than that of any other Company in America. M 

Gain in Number of Outstanding Policies _ - - - . 2,129,326 i 
More than any Company in the World has ever gained in one year. 

Number of Claims paid in 1920 2 oe . ee a 312,689 i 
Averaging one claim paid for every 28 seconds of each business day of 8 hours. 

Amount paid to Policy-holders in 1920 - aSeae $81,257,393.70 
Payments to policy-holders averaged $556.86 a minute of each business day of 

8 hours. i 

il 

Reduction in general mortality at ages 1 to 74 in 9 years, 22.7 per cent. f 
Typhoid reduction, 72 per cent.; Tuberculosis, 40 per cent.; Heart disease over : 

| 
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Company of 


Founded 1865 


The Provident Life and Trust 


(Pennsylvania) 


Philadelphia 








“Tantamount to a Sight Draft” 


A Provident Long Endowment is not only payable immedi- 
ately should the insured die; if he lives to the maturing date 
specified in the policy, it is tantamount to a sight draft. 














LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
In Business Since 1862 


Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
reserves providing protection against all emergencies. 
Advice on any matter relating to Life Insurance is Available at any 
time through the Agencies or Home Office of this Company. 
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Insurance of Men Who 
Die When in Debt 


WHAT ARE RIGHTS OF WIDOW? 





Important Letter in “Sun”; What Are 
Relations of Beneficiary Towards 
Creditors? 





A letter in the New York “Sun” relat- 
ing to the manner in which insurance 
is often claimed by creditors although 


the insured was solvent when he took 
out the policy was widely read by New 
York insurance agents this week. The 
letter was signed by Henry Wollman, 
of this city. {t is reproduced in full: 

Many men who have been paying 
heavy premiums on life insurance pol- 
icies payable to their wives with the 
feeling that whatever happens to them 
financially their families by reason of 
their large life insurance will be cared 
for after their death undoubtedly will 
be greatly surprised to learn that under 
the present decisions in this State there 
is a real question as to whether a wife, 
in case the husband dies insolvent, can 
retain more insurance than $500 a year 
paid for although the husband was per- 
fectly solvent when the premiums were 
paid. 

For twenty-nine years a solvent man 
pays $1,000 or $10,000 or $20,000 a year 
premiums on life insurance payable to 
his wife. In the thirtieth year he be- 
comes bankrupt and dies. Can the hus- 
band’s creditors, whose debts arose in 
the thirtieth year, recover the life in- 
surance above what $500 a year, paid 
during the. previous twenty-nine years, 
bought? 

Or put it this way: A man buys his 
wife a paid up insurance policy on his 
life for $250,000. Twenty years later he 
fails in ‘business and dies. Can 
his creditors get a large part or any 
part of the proceeds of that paid up 
policy? Well, those are serious ques- 
tions. 

An Opposite View 


I met a lawyer friend the other day 
and he put similar questions to me. I 
said to him that some years ago I had 
examined the law on the subject and 
concluded that no creditor of a husband 
could get any part of the insurance on 
his life payable to his wife except one 


whose debt was created before the pre- 
mium was paid. My friend said: 

“T hope you are right, but I have just 
such a case and the counsel for the life 
insurance company has emphatically 
taken the opposite view.” 

I said to him: “It seems to me that 
there is no reason why the position 
taken by the insurance company’s law- 
yer should be the law, and it certainly 
ought not to be the law. Suppose a 
man while he was prosperous gave 
his wife a home or a pearl necklace, 
and ten years later failed in business, 
could any one successfully question the 
wife’s title?” 

He said “No,” but that the lawyer 
for the life insurance company said that 
the game principle did not apply to in- 
surance on the husband’s life payable 
to the wife. 

Next day I looked the matter up and 
found that comparatively recent deci- 
sions in this State furnished consider- 
able justification for the insurance com- 
pany’s lawyer’s stand. 

In 1885, the Court of Appeals, New 
York’s highest court (100 N. Y. 372), 
held in effect that no creditor could at- 
tack a wife’s insurance on the husband’s 
life except one whose claim was created 
before the premium was paid. That de- 
cision, however, while not nominally 
overruled, has certainly been weakened 
if not actually overruled by subsequent 
decisions. 

Protection of Man’s Family 


A statute was passed in this State 
which could have had but one object, 
and that was to protect a man’s family 
to the very limit by giving even an 
insolvent man the right to use $500 a 
year to pay for life insurance payable 
to his wife. This enactment, which was 
intended to be a means of defence, has 
been turned into an instrument of de- 
struction. This statute, fixing the wife’s 
exemption from the claims of the hus- 
band’s creditors with reference to in- 
surance on his life, payable to her, pro- 
vides that she “is entitled to receive the 
insurance money, * * * free from any 
claim of a creditor * * * of her hus- 
band, except that where the premium 
actually paid annually out of the hus- 
band’s property exceeds $500, that por- 
tion of the insurance money which is 
purchased by excess of premium above 
$500 is primarily liable for the hus- 
band’s debts.” 
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Seventy Successful Years 


The year 1921 marks the seventieth anniversary of our incorpora- 
tion. Ever since 1851 this Company has been furnishing unexcelled life 
insurance protection at a low net cost. The $728,000,000 now in force 
shows that the public appreciates the perfect service and square dealing 
the Massachusetts Mutual. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


MUTUAL 








islation was not to take anything from 
the widow but to increase her rights 
by giving her greater protection, but its 
construction by the courts has, if the 
decisions are to be taken literally, given 
it the diametrically opposite effect. 
Important Decisions 

Speaking of this statute, the Appel- 
late Division of the Supreme Court of 
this department in 1902, said (70 App. 
Div. 139): “If the husband does not 
leave sufficient property to pay his 
debts, then the claims of all the cred- 
itors are to become a lien upon the in- 
surance purchased by annual premiums 
in excess of $500, and until such claims 
have been paid the wife has no inter- 
est in such proceeds.” 

The Court of Appeals (175 N. Y. 211) 
in speaking of this case approved that 
part of the opinion of the Appellate 
Division holding that “the excess of 
insurance, as an equitable asset of the 
husband dying insolvent, is a fund for 
all of the creditors of the deceased.” 

In a subsequent Appellate Division 
case (139 App. Div. 884) it was heid 
that this statute applies to policies 
taken out on the husband’s life by the 
wife as well as to those taken out by 
the husband, and that the husband’s 
creditors get the insurance above what 
$500 a year paid for, although the pre- 
miums were paid by the husband be- 
fore the attacking creditor’s debt was 
incurred. This case was affirmed, with- 
out opinion, by the Court of Appeals 
(201 N. Y. 546). 

These decisions of the New York 
courts had much to do with inducing the 
United States Court of Appeals for the 
Fourth Circuit, at Charleston, S. C. 
(249 Fed. 856), under a statute like 
ours except that it dealt only with an- 
nual premiums paid in excess of $500, 
to hold that “all premiums paid by a 
husband in excess of $500 in any one 
year are recoverable, with interest, by 
his creditors in case he dies insolvent, 
without regard to his solvency or in- 
solvency at the time of their payment.” 

What A Judge Said 

Circuit Judge Knapp in his dissent- 
ing opinion in that case (p. 866) very 
wisely said: “I am of opinion that the 
creditors referred to in the statute * * * 
are creditors whose rights are adversely 
affected by payments of premiums be- 
cause of the insolvency of the debtor 
when such payments were made.” 

I am firmly of the opinion that when 


—— 


this question again comes before the 
New York Court of Appeals and is 
squarely presented to that tribunal, as 
now constituted, it will hold that no 
creditor is entitled to one cent of in- 
surance bought and paid for while the 
husband was perfectly solvent. If they 
de not, then the statute should imme- 
diately be amended. 

None of this discussion applies to pol- 
icies payable to a man’s children or 
anybody else but the wife, to secure 
whose comfort and welfare, as I view 
it, this legislation was especially enact- 
ed, but from whom, unless the courts 
come to her rescue, it will take what 
is morally and ought legally to be hers. 

HENRY WOLLMAN. 





ASSOCIATION A YEAR OLD 





But Watertown Men Feel They Have 
Done Well; Get After Local 
Alleged Twister 





The Watertown, (N. Y.), Life Under- 
writers’ Association, which has closed 
its first fiscal year, feels that much 
has been accomplished in extending 
the message of protection, in uplifting 
the profession of life insurance, and 
in raising the standard of ethics. 


President H. J. Wheeler has been un- 
tiring in his effort to secure prominent 
Watertown speakers aswell as men 
held in high esteem in insurance cir- 
cles from other cities. During Thrift 
Week the association co-operated with 
the Y. M. C. A. distributing thousands 
of pamphlets through the Chamber of 
Commerce, the Rotary Club and the 
Farm Bureau. Posters were on dis- 
play and special slides were shown at 
the leading theaters for two weeks. 

This association with thirty-nine resi- 
dent members in a city of less than 
35,000 has been a big factor in promot- 
ing the business of life insurance in 
Northern New York. A non-member 
was reported at the May meeting for 
“twisting.” The case was carefully in- 
vestigated by the president and some 
of the members and it was voted to 
send a letter under the president’s sig- 
nature and on behalf of the association 
warning him that a repetition of the 
offense would be reported to the au- 
thorities. He was asked to appear be- 
fore the meeting and defend himself 
against the charges, but this he failed 
to do. ; 










‘ Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 













oN RCS A 6 OT Sng a 


REE TORN STO RI OE person 


6 


THE EASTERN 





UNDERWRITER 





July 22, 1921 





F. B. Collins Here; Tells 
of Southwest Conditions 


IMPROVEMENT IN SIX MONTHS 





No Sympathy Among Farmers for 
Untermyer Attack, Says Head of 
Investment Company 





F. B. Collins, of the F. B. Collins In- 
vestment Company, Oklahoma City, one 
of the best posted farm mortgage men 
in the country, and in close personal 
relationship with a large army of life 
insurance executives, was in New York 
this week, and discussed business, rural 
and economic conditions in the South- 
west. To The Eastern Underwriter he 
said: 

“Investigation of conditions among 
farmers made by the F. B. Collins In- 
vestment Company of Oklahoma City, 
through its branch offices and field in- 
spectors, reveals a vast improvement 
over six months ago. Low prices for 
last year’s crops brought the farmer to 
realize that it was about time for him 
to conserve, and as a result, this year’s 
harvest will find the cost of production 
at the minimum, and the farmer will 
receive a fair return on his invest- 
ment. For some years he had depended 
on hired help for his work, but the 
slump of last fall put him back to 
work, and this, coupled with the return 
of many of their boys from the city, 
where they had been employed during 
the boom at top figure, made it possible 
to economize in the labor item. 

“There is absolutely no truth to the 
reports of the early spring to the effect 
that the farmer would raise crops suffi- 
cient only to feed his family. As evi- 
dence of this, Texas County, Oklahoma, 
will produce seven million bushels of 
wheat this year, and it will take five 
thousand box cars to haul this to the 
market, so that the railroads and others 
will be benefited with the bumper crop 
of the Southwest. Texas County Okla- 
homa expects to lead the nation in its 
wheat production for 1921. The farmer 
will thresh thirty acres a day with a 
combine, and, selling at a price of 90 
cents to $1.05 a bushel, he will have a 

fair margin of profit to take care of his 
mortgages and life insurance. Corn in 
the Southwest is in fine condition, and 
the reports from the Amarillo (Tex.) 
offices of the Collins Company, which 
represents the Pan Handle district, says 
that cattle never looked better, and the 
short grass pastures look like hay 
fields, and that the farmer will 
surely put the weight on cattle this fall. 
From Clayton, New Mexico, the news 
comes that ‘this country is in great 
shape for one of the most wonderful 
crops they have ever raised, and the 


‘farmers are feeling good over the pros- 


pects of a big bumper crop.’ 

“The Crowley (La.) office, which 
covers the rich rice and sugar cane 
section, and outside of the overflow 
district, declares everyone in South- 
west Louisiana is optimistic concern- 
in the future. When we take into con- 
sideration how hard the farmer was hit 
in this section as in other parts of the 
country, we realize what a hard row 
the average farmer has, but this sec- 
tion will recover more quickly than the 
one crop sections of the Northwest. 
The rain we had was a general one 
and has certainly been most beneficial 


to the crops. Rice could not be better, 
according to opinions expressed by rice 
men and expert rice farmers. They 
are greatly pleased with the market for 
price, which is holding around $3 a 
bag, there is a substantial profit, as 
the cost of production is estimated not 
to exceed $1 per bag. 

“The Collins Company in Colorado 
covers only the Northeast section, 
which was not damaged by the recent 
flood. The Sterling, Colo., office says 
that harvesting of wheat has begun and 
the condition of the wheat is excellent. 
Abundant rain fall has brought the 
wheat to a natural maturity and the 
grain is unusually heavy. Logan 
County, alone, where the company’s 
office is located, will produce 209,735 
acres of winter wheat and 16,819 acres 
of spring wheat. The same conditions 
that promise a bumper wheat crop also 
point to a large yield of corn. The 
acreage of corn in the county this year 
is 93,462. This section of Colorado is 
also a sugar beet country, and the yield 
on this will be the largest since 1917. 

“In the Pan Handle of Texas the 
country will receive twenty million 
bushels of wheat. The unusually hot 
spell through which we are passing has 
been quite helpful to the cotton crop 
of Texas and Louisiana. 

“When money conditions tightened 
up last fall, the farmer hoped to hold 
his crop, but once he realized that the 
price would not return to war time 
prices, he let loose to pay interest and 
principal on mortgage loans. The large 
number of policy loans, which troubled 
life insurance companies for the first 
six months, have reached their peak 
and are now on a decrease. The life 
insurance business being written among 
the farmers is on the right basis. Those 
farmers who are buying life insurance 
to-day are doing so because they realize 
its importance and not because they 
are more or less flushed with cash. 

“Among farm mortgage interests of 
the Southwest there is no sympathy in 
the effort of the Lockwood committee 
to put life insurance in bad light. It 
was the investments of life insurance 
companies in mortgages, that made it 
possible for the farmer to buy modern 
machinery and added acreage to feed 
those people of the congested districts, 
of whose interests Mr. Untermyer 
would have the public believe he is 
champion. Legislation such as he advo- 
cates will likely cause the suffering 
and inconvenience that has resulted in 
Texas because of the Robertson law, 
which drove many of the larger com- 
panies from the state. With the optim- 
istic tone of the farmer of the South- 


western states, life insurance agents . 


should develop the finest class of new 
business, and their companies secure 
the choicest farm mortgage loans.” 


LIFE INSURANCE IN INDIA 


There are 73 companies subject to 
the Indian Life Assurance Act, 49 being 
Indian and 24 others—British and Colo- 
nial mainly. Fifteen of the Indian Com- 
panies have been established since the 
Act came into force (1912-13), which, 
the Government Actuary, Mr. H. G. W. 
Meikle, F.F.A., remarks in his report 
covering the 1919 returns, shows how 
groundless were the fears that it would 
check legitimate insurance enterprise 
in India. But the Act has brought about 
the liquidation of 21 companies, “most- _ 
ly undesirable,” and it “caused many 
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The Guardian Life Insurance 


Company of America 
Established 1860 Under the Laws of the State of New York 








Outstanding results for 1920, the greatest year in the 
Company’s history. 





New Insurance paid for............$ 46,490,818 


Insurance in Force............... . 228,620,496 
Increase in Insurance in Force......° 28,392,951 
Rae BAS. PEs Bits oc Veni ..- 60,720,151 
LJeNOS oo Scie dante vecccccccse.« S606 928 
Surplus and Dividend Fund....... 5,024,228 








For information regarding the opportunities avail- 
able in the agency organization of this Company to 
men who can measure up to them, address 














The past year was notable for further development 
of the Guardian’s comprehensive plan of agency 
cooperation. 


T. Louis Hansen, Vice-President 
50 Union Square, 


New York 

















Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 














Total Assets Dec. 31, 1920.. 
Insurance issued during 1920 
Insurance in force Dec. 31, 1920... 


ae . over $8,742,000.00 
Garalaoets over 31,433,000.00 
over 91,408,000.00 





THE PAN-AMERICAN WAY. 
In keeping with the higher Ideals and Ethics of the Business, the Pan- 
American does not seek to employ agents of other companies, but by 
interesting men of intelligence, character and clean record, instructing 
them by correspondence, and assisting them in the active co-operation 
of specially trained men, it has built up a field organization that is 


presperous and contented. 


What those agents are doing, you can do, if you have the Will—the 

Pan-American Way is open to you. 

Address: E. G. SIMMONS, Vice-President and General Mer. 
NEW ORLEANS, LA. 


























more to discontinue business.” These 
“were mainly small companies working 
on unsound lines, and being unable to 
live without new business and having 
no assets their disappearance without 
formal liquidation and with as little pub- 








licity as possible seemed desirable, as 
thereby the credit of the sounder ones 
was least likely to be disturbed’—a re 
mark which indicates that Mr. Meikle 
takes an admirably broad-minded view 
of the situation. 
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15 John St., N. Y. 
E Courtland 1429 





Think of the laborious task of mentally figuring the unearned premiums on 100,000 items of a re- 
insurance schedule, compared to the Barrett System of machine figuring. We often wonder why 
some companies think they are saving money by doing this work themselves. We complete the job; 
checking registers, figuring net retention, and unearned premiums, preparing schedule and recapit- 
ulation for final settlement. 
Our policy writing department oa rates, on applications, figures, and types policies, forms at a 
nominal cost. 
We install figuring systems and pate trained operators. 
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How Life Insurance 
Helps the Farmer 


AS SEEN BY RURAL JOURNALIST 








Superiority of Insurance to Many In- 
yestments Which Farmers Buy; 
Various Phases of Protection 





Frank M. Chase, of “The Prairie 
Farmer,” has recently been devoting his 
attention to a study of life insurance in 
relation to the farmer and his needs. His 
conclusions have been printed in that 
journal, and this is his summing up: 
‘There is nothing more uncertain 
than life,” said one eminent authority 
on insurance, “and nothing more cer- 
tain than life insurance.” A good many 
farmers, in the face of the recent dis- 
organization of their industry through 


falling markets, would facetiously 
amend the quotation so as to emphasize 
the uncertainties of farming. But do 


they know, do you know, that by the 
very means of life insurance, even if 
the gamble on the seasons cannot be 
removed, greater stability to the far- 
mer’s business can be obtained? 

The fact of the matter is that the 
farmer, generally speaking, has not yet 
awakened to the possibilities and ad- 
yantages which life insurance holds for 
him 

“The possibilities of the spread of 
life insurance among the farmers of 
this country are exceedingly great,” 
says Solomon S. Huebner, professor of 
insurance and commerce in the Whar- 
ton School of Finance, “because as a 
class they stand sadly in need of its 
protection and at present know com- 
paratively little about its usefulness.” 

Business Uses of Life Insurance 


To get the right perspective on the 
business uses of life insurance we 
should first consider a moment its pri- 
mary purpose, which is the protection 
of the family. The family and personal 
uses and the business uses of life in- 
surance are generally closely related 
anyway. This is particularly true in 
the case of the farme”, as his work and 
home life are inseparably linked. 

The great fundamental justification 
for the existence of life insurance is the 
value of one life to another. 

In the huge majority of cases the 
subsistence of the family is dependent 
upon the current earnings of the hus- 
band. Thus his life has a definite value 
asa breadwinner. Life insurance capi- 
talizes this value, and in case of death 
perpetuates the earning capacity of the 
breadwinner for the benefit »f those de- 
pendent upon him. It is the surest 
method of providing a substitute for the 
husband’s daily earnings, or of hedging 
= family against the uncertainty of 
ife, 

On his horses and mules and other 
destructible property the farmer prompt- 
ly places fire insurance. Why, then, 
does he so often consider such property 
more valuable than his own life? The 
mules and horses can be replaced; his 
life cannot, saying nothing of its supe- 
nor value to his family. Moreover, 
death is certain to come; but about 
only one fire occurs to every 175 fire 
insurance policies. 

Quotes Ben Franklin 


As wise old Ben Franklin, even in his 
day, very pertinently said: “A policy 
of life insurance is the oldest and saf- 
est mode of making certain provision 
for one’s family. It is a strange anom-- 





aly that men should be careful to in- 
sure their houses, their ships, their 
merchandise, and yet neglect to insure 
their lives, surely the most important 
of all to their families, and more sub- 
ject to loss.” 

Aside from the grave duty of the man 
to carry life insurance and the protec- 
tion which it affords the family direct- 
ly, its several benefits to ‘the policy- 
holder himself deserve mention. First 
place among these may well be given 
to the elimination of worry over de- 
pendents. What with bugs, weather, 
markets and the innumerable cares that 
fill the farmer’s day, his life contains 
anxiety enough without concern as to 
the welfare of his family after he dies. 
Such freedom from worry as life insur- 
ance provides, also promotes initiative, 
as the knowledge of an assured estate 
causes him to feel freer to assume the 
risks on which success is built. 

_ The Way to Save Money 

The aid and encouragement of life 
insurance to saving and thrift are to 
be seriously considered. Many say that 
they can save without the help of a life 
insurance policy, but the evidence goes 
to show that but comparatively few 
actually do so. 

To save is admirable and might well 
be done to a greater extent than it is, 
but it cannot take the place of life in- 
surance. The saving of a competence 
involves the time necessary to save, 
usually many years; and life insurance 
is the only method of protecting the 
person against the possibility, caused 
by untimely death, of not being able 
to accumulate a sufficient or desired 
amount. Let those who would pin their 
hope in protecting their dependents 
upon their ability to save ponder the 
distressful facts that eighty-five per 
cent of the adults of this country leave 
no estate at all, according to Professor 
Huebner, while about one-third of the 
widows lack the necessities, and ninety 
per cent the comforts of life. This is 
a remarkable fact. 

Though many persons give light re- 
gard to life insurance as an investment, 
it will bear the farmers close inspection 
from that standpoint. There can be no 
doubt of its safety. In the last thirty 
years not one large and well established 
life insurance company has failed; this 
despite three severe financial panics 
and the fate war. The question arises 
over the profitableness of life insurance 
as an investment. 

It is true that the rate of interest re- 
turn on premiums paid is low, usually 
being three and one-half per cent, 
which is much too low to satisfy the 
ordinary city investor. To the farmer, 
however, who is accustomed to see only 
the «xceptional farm yield more than 
three or four per cent on the invest- 
ment and who is not so skilled in choos- 
ing investments as his city brother, the 
investment feature of life insurance is 
not without its appeal, especially as it 
is accompanied by absolute safety and 
the protection of his dependents. Of 
course it is not to be expected that the 
farmer will turn largely to life insur- 
ance purely as an investment, as when 
he has money for investing purposes he, 
like the majority of good business men, 
puts it under his own control. 

As compared with some “investments” 
which find sale among farmers, life in- 
surance is superior indeed. Take for 
instance the case of one western farmer 
who fell into the clutches of a “blue 
sky” salesman last fall. Throughout his 
life he had made it a rule to pay cash 
for what he bought. Frugal and care- 
ful in his investments, he was the own- 
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er of several farms, every one paid for 
when the deed was signed. Yet this 
man last fall let the smooth-tongued 
salesman talk him into giving a $20,000 
note at the bank for a bunch of stock 
that presently was found worthless. 
How much greater would have been the 
returns, how much more productive of 
good, would have been that same $20,- 
000 if invested in life insurance, even 
at three per cent! 





CHILDREN TO WRITE ESSAYS 

In order to interest boys and girls in 
life insurance Eber F. Phillips, of 
Staples & Ide, managers of the 
Massachusetts Mutual, in Melrose, 
Mass., have offered prizes for the best 
essays on life insurance. 





WOMEN ANNUITY SELLERS 
The Massachusetts Mutual’s conven- 
tion will begin on August 17. Two 
— will discuss the sale of annu- 
es. 











HOME LIFE. 


INSURANCE CO. 
NEW YORK 
WM. A. MARSHALL, 
President 





Fhe 61st Annual Statement 
shows admitted Assets of 
$40,465,508 and the Insurance 
in Force $212,483,100—a gain 
for the year 1920 of nearly 
$27,000,000. The insurance 
effected during the year was 
nearly $43,000,000. The 
amount paid to policyholders 
during the year was over 
$4,196,000. 





For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 























Build Your Own Business 


under our direct general agency contract 
Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 
Organized 1850 








Business Is Good With 
The Bankers Life 


New Business for the 
first six months of 
1921 shows a total of 
$70,000,000 
as compared with 
$56,000,000 
for the first six 
months of 1920 


Bankers Life 
Company 


Des Moines - - lowa 
Geo. Kuhns, President 
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THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
NON-PARTICIPATING POLICIES ONLY 
Over Forty Five Million Dollars Paid to Policyholders 
JOHN P. MUNN, M. D., President 
for 





1851 


During this long span 





WINFIELD 8S. WELD, 


Seventieth 
Anniversary Year 
BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield, Mass. 


of years the Compan 
reputation for fair and honorable dealing with policyholders and agents. 


WILLIAM D. WYMAN, President 
Superin 


1921 


y has maintained a high 


tendent of Agencies 
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LIVE HINTS FOR. BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency | 














G. Marshall Todd, of 
Pittsburgh, Connecti- 
eut General, ap- 
proaches from a 
new angle the man 
who is willing to “give” him a little 
business because of friendly personal 
relations. Larger sales result, and we 
believe they’ll stay on the books be- 
cause they are sold on the right basis. 
At our request Mr. Todd repeated the 
following conversation he had recently 
had with a friend. 


Approach 
of 
G. Marshall Todd 


Friend: “Well, I'll take a $5,000 pol- 
icy.” 
Agent: “I wouldn’t take your appli- 


cation for $5,000.” 
riend: “Why not?” 

Agent: “If you gave it to me, it 
would be an act of charity on your 
part. I don’t want charity. If you 
made out an application for $10,000 or 
$20,000 or $30,000 or $40,000 that would 
be business. I’d make.a jittle in com- 
missions and you’d get the protection 
you need.” 

Friend: “All right, I'll take $10,000. 
I'll sign the application and you can 
fill it out.” 

(Friend signed a blank application. 
Agent made it out for two $10,000 poli- 
cies and placed doth.) . 


Pa ne is the state- 

$10a Month ment heard “what does 

Not $10 a month amount to?” 

Insignificant Yet, it is a big enough 

sum to make the small 

income policy attractive to many peo- 

ple. This is the way the Travelers 
sizes up the situation: 

“I don’t think very much of a policy 
that pays only $10 a month. What 
good will $10 a month be to a woman 
with two children? It wouldn’t pay the 
rent, nor buy food, nor accomplish 
much of anything. If I could afford to 
buy a $100 a month policy I'd listen to 
your talk about income insurance and 
its advantages but $10 a month or $25 
or even $50 doesn’t appeal to me.” 

The speaker had been approached on 
a cold canvass. The agent had used 
the income idea to be different froin 
the average run of insurance agents. 
He knew, from his experience in the 
business, the majority had talked lump 
sum insurance even though they were 
convineed in their own minds that in- 
come insurance was better for this 
prospect and his family. 

“This is the way I look at this mat- 
ter,” said the agent. “I understand 
that you have a $2,000 policy now. That 
would probably take care of all the 
bills that would be outstanding at your 
death and would pay for your funeral 
and your doctor’s bills. It would leave 
a little bit more to meet the expenses 
of reorganizing your family. Every 
family, you know, is really reorganized 
when the head of the family dies. You 
say that you cannot afford to buy a pol- 
icy providing an income of $100 a 
month. If you cannot do that, you cer- 
tainly can buy nothing else that will 
take care of your family after you are 
gone because life insurance is the only 
thing you can buy on the instalment 
basis that will be yours, free of further 
indebtedness, should you die before all 


. the instalments are paid. 


“Tf you are going to provide for the 
future of your family with income-pro- 
ducing property, stocks or bonds, how 
would you go about it? You’d proceed 
to buy as much as you could right now 
on the easiest terms the market affords. 
Just because you couldn’t buy enough 
to provide a living income, would not 
stop you from buying a fraction of 
enough. It would take $20,000 worth 
of 6 per cent securities to give you an 
income of $100 a month. Are you go- 
ing to wait to buy those gecurities un- 


. til you can buy the $20,000 worth all at 


once? No, of course not. You are go- 
ing to buy $1,000 worth now and $1,000 
worth later, and so on. Now, why 
don’t you follow the same plan in your 
insurance? Why don’t you right now 
buy $25 a month income for your fam- 
ily and then later, when you can afford 
it and if you are still in good enough 
physical condition to get additional in- 
surance, buy another $25 income. You 
can buy this income on very easy 
terms if you want to. You can dis- 
tribute the instalments over your en- 
tire lifetime, whatever that may be, or 
twenty years or nearly any other speci- 
fied period of years. The shorter the 
period of course the larger the pay- 
ments. 

“You can buy a $25 monthly income 
policy from The Travelers for approxi- 
mately the same initial cost as a $20 
policy in most participating companies. 

“The thing to do is take the $25 pol- 
icy now and some more later. Take 
as much as you can, of course, because 
there is a possibility of you dying be- 
fore you take the rest or of failing to 
pass the medical examinations even if 
you are 100 per Be —~ di 


J. L. Connor, super- 
How Men Enter visor of the Fidelity 


Fidelity Mutual Mutual Life’s Phila- 
Organization delphia department; 
explains in “Field 


Man” how agents are selected and 
trained there. He says: 

Our chief method of bringing new 
men into the Agency, here in Philadel- 
phia, is by introduction from those who 
are already connected with us. We 
have been fortunate enough to promote 
such a genuine feeling of friendship 
and good-fellowship among the mem- 
bers of our organization, that the young 
‘man who contemplates taking up Life 
Insurance as a profession will be at- 
tracted to our office. Generally speak- 
ing, the endorsers of these new men 
are not content in simply advising us 
to procure the services of their friend 
or protege. They assist us in the 
training and development of the re- 
cruit. They take a keen interest in his 
success because they feel their own 
judgment is at stake. It would be 
difficult to estimate just how much this 
encouragement and moral _ support 
means to the beginner in the business. 

Other means which we use in the 
upbuilding of our organization are the 
part-time man; the ex-industrial man, 
selected with the utmost care; news- 
paper advertising, and the “spotter 
method.” By this I mean keeping in 
touch with someone in a few of the 
large industrial or financial corpora- 
tions who will keep us posted on prus- 
pective changes in their companies, 


oe 
Organized 1871 
LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1, 000.00 
CONDITION ON DECEMBER 31, 1919: 
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nsuran 
Payments to Policyholders.................... 






ym 42 
Total Payments to Policyholders since Organization........................ 23,840,173.80 
JOHN G. WALKER, President. 
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A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL ‘POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is eetpnanee for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
8% reserve 








and who will occasionally furnish us 
the names of young men who are en- 
deavoring to better themselves, and 
who at the same time are deemed to 
have the ear-marks or qualities of a 
salesman. 

Our method of training a new man is 
to first impress upon him the magni- 
tude and the importance of his new line 
of work, and the tremendous service 
rendered by Life Insurance. He is 
furnished immediately with the Agent’s 
Manual, and with nothing else. This 
little book is worth its weight in gold 
to the young man who is earnestly try- 
ing to find his way. He is urged to 
read it carefully, and then to study a 
few of the leading chapters, after 
which he is furnished with a Rate 
Book. 

His elementary instruction complet- 
ed, we then proceed to a discussion of 
salesmanship or sales tactics as ap- 
plied to Life Insurance, and right here 
we like to explain what a conspicuous 
part the agent plays in this wonderful 
business. We show him the great 
achievement of our own men, and of 
men representing other companies, and 
we prove to him what a powerful fac- 
tor the agent has been in the upbuild- 


. ing and the steady progress of the 


great institution of Life Insurance. 
He is encouraged in the belief that he 
can by hard work, and hard work alone, 
duplicate the record and the success 
of those men who are now enjoying 
prosperity in our profession. We make 
it clear that he is engaging in a diffi- 
cult business, but tell him this very 
fact explains the big appeal which it 
makes to strong men, and why it offers 
so remunerative a career; and that we 
can think of no greater calling for the 


Great Southern Life Insurance Company 


HOUSTON, TEXAS 


For Agency Centracts address 


0. S. CARLTON 





man of initiative and enterprise. We 
explain in passing that life insurance 
soliciting is substantially a business of 
“making up men’s minds.” That he 
will be engaged in this all-absorbing 
task for about three-fourths of his 
time; that he must be a student of the 
gentle art of persuasion; that he must 
first create a desire in his prospect's 
mind for the policy he offers before 
he can hope to sell. He is warned 
never under any circumstances to 
make his “selling talk” until he has 
the man’s undivided attention; that it 
is far better to make another call than 
to waste his ammunition on a man who 
is not listening intently to his story. 

The beginner is invited to the week- 
ly meetings of our Philadelphia Agen- 
cy; he becomes a part of a real, live 
agency organization, where he can 
listen and learn; where he can con- 
stantly add to his store of knowledge, 
and where his insurance education will 
be completed. 


* 

The man told the life in- 

Tragedies surance agent he had lots 
in of time to secure protec- 
Past Tense tion for his wife and fam- 


ily. He hadn’t. 

The man speeded up to see if he 
could beat the train to the crossing. 

He COULDN’T.—Columbia State. 

The man struck a match to see if the 
gasoline tank in his auto was empty. 

It WASN’T.—Cincinnati Enquirer. 

The man looked down the barrel of 
his gun to see if it was loaded. 

It WAS.—Charlotte News. 

The man touched an electric wire to 
see if it was alive. 

It WAS.—Kodaq Park Bulletin. 

The man didn’t bother to put on safe- 
ty goggles, because “there wasn't any 


There WAS.—Safety News. 





IOWA LIFE CHANGE 





Vice-President Johnson Buys Stock of 
President Ferguson and Is In Turn 
Elected President 





J. E. Johnson, vice-president and 
treasurer of the Iowa Life of Waterloo, 
Ia., has purchased the stock of Presi- 
dent F. A. Ferguson in that company 
and has been elected president and 
manager of agencies. He has had quite 
a wide experience in banking and gen- 
eral business in addition to his connec- 
tion with the Iowa Life for the past 
three years. At the meeting at which 
he was elected president the stockhold- 
ers voted unanimously to increase the 
surplus of the company $50,000. 

Mr. Ferguson organized the Iowa Life 
about thirteen years ago and has piloted 
it very successfully through the early 
years of its career. 
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Missouri State Agents 
Show Pep at Meeting 


out TO CONQUER PESSIMISTS 





Agents From All Parts of Country 
Attend Sessions in East; Lawrence 
Ill From Overwork 





Philadelphia, July 20—‘“If you are 
working only for the commission and 
haven’t the slightest conception of your 
duty towards the community, you don’t 
belong in the business. I feel that the 
work we are engaged in is beyond the 
measure of dollars and cents. If you 
don't believe that the work we are en- 
gaged in is the best, get out of the 
pusiness.” With these remarks, deliv- 
ere straight from the shoulder, Presi- 
dent Marvin E. Singleton, of the Mis- 
souri State Life, brought to a conclu- 
sio: the two day convention of the 
Quarter Million Club—the first annual 
convention of that organization—held 
at the Bellevue-Stratford last Thurs- 
day and Friday. 

About 115 agents were in attendance 
at the two day session, hailing from 
the Pacific Coast, West, South and 


East. Underlying the business ses- 
sions ran an undercurrent of sound, 
sane reasoning and advice to the ag- 
ents. Discussion of the company’s pol- 
icies and peppery selling talks were 
the order of both day’s meetings yet 
practically every speaker had some 
word to say that savored of hard 
thought—advice that is much needed 
in the life insurance business today. 
Honor For W. J. Behrens 

Shortly after the opening day’s ses- 
sion got under way, the resulis of the 
election of the officers of the Quarter 
Million Club were announced. 

William J. Behrens, of Abilene, 
Texas, who was the first president of 
the company’s $100,000 Club, has the 
honor of also being the first president 
of the Quarter Million Club. Mr. Beh- 
rens won this honor due to the fact 
that his general agency had the most 
credits for qualified men. The first 
vice-president—the agent who led the 


‘company last year in volume of paid- 


for business—is Robert C. Newman, 
of St. Louis, Mo. Lorick & Vaiden, 
general agents, of Augusta, Ga.. cap- 
tured the second  vice-presidency. 
Thomas J. Farris, of St. Louis is third 
vice-president; Marion Rich, Columbia, 
S. C., fourth vice-president, and Andy 
Gravitt, of Tulsa, Okla., fifth vice-presi- 
dent. 

It was also announced that W. J. 
Strauss, of Houston, Texas, was the 
first member to qualify for the $109,- 
000 Club for 1922: 

Lawrence Couldn’t Attend 


For months Vice-President T. F. 
Lawrence had worked planning the 
first convention of the Quarter Million 
Club, which he was instrumental in or- 
ganizing, and the three regional con- 
ferences of the $100,000 Club. They 
Say that man worked mighty hard 
Planning those four conventions. Evi- 
dently he did for just a few days be- 
fore the first convention was to be held, 
he was taken ill due mainly to over- 
work and was forced to go away to the 
Wilds of Michigan for his health. That 
is why that over the spirit of celebra- 
tion that flooded the red room of the 
Bellevue-Stratford, there was still an 
underlying stream of sorrow evident. 
A committee was appointed at the 
Opening day’s meeting that sent Mr. 
Lawrence-a telegram of sympathy, con- 
dolence and good news—that the mem- 
bers of that club would work hard for 
him to make him feel good at next 
year’s convention. 


However, to get back to the conven- 


- tion, it was called to order bv Presi- 


dent Singleton.. Councilman Van Ta- 
sen represented the city. “I am cer- 
tain that every one who carries life 





insurance has faith in life insurance 
men, because as you and I know it is 
not ten in a hundred that read their 
life insurance policies,” he said. We 
just go on faith in the laws of the 
Commonwealth and of the practices of 
the insurance companies. So, there is 
a great deal of confidence in your vo- 
cation.” 

Following Councilman Van Tagen, 
W. R. Robinson, general agent at Phila- 
delphia® delivered a forceful address 
containing in its conclusion another 
call to arms of life insurance agents. 
“We are all suffering from this terrific 
depression, this stagnation, and I feel 
and believe that the solution of a re- 
vival in trade, better business, normal 
times, is renewed confidence,” he said. 
“It must be brought about by the will- 
ingness of a man to spend his money 
in legitimate lines and purposes in or- 
der that other people may make some 
profit out of his money and restore 
credit and restore confidence in the 
business world. Therefore, I thing we 
ought to get this in our minds very 
clearly; that just as during the war, 
life insurance men and women rallied 
to the support of the Government, gave 
their time and money, were three-min- 
ute speakers in the Liberty Loan drives 
—nothing they could do was too much 
for the Government for them to give 
of their time, their labors, their money 
and their effort so that we might go in 
the war and win; that today, although 
the need is not so inspiring, yet every 


- life insurance man and woman should 


make it their business as they go 
throughout the country to impress upon 
the people with whom they come in con- 
tact that the minute they regain their 
confidence this country of ours is a good 
safe country to live in, to work in and 
to spend your money in. The very min- 
ute that idea gets into their heads we 
will have a revival of business, and 
that means that everybody will get 
along and we will not have this cloud 
of depression which has settled down 
on the American people.” 
Ganse’s Fire Talk 

The feature of the opening day’s 
session was the talk of Franklin W. 
Ganse, of the Columbian National of 
Boston, chairman of the Executive 
Committee of the National Association 
of Life Underwriters. Mr. Ganse 
minced no words in declaring that 
there‘ was too much life insurance be- 
ing sold in a haphazard manner. His 
topic was Bull’s Eye versus Barn Door 
and was chock-full of ideas to the life 
agents. Underlying his theme ran a 
message that he emphasized time and 
again—that the agent is doing things 
in a haphazard way. He declared that 
too many agents today are shooting 
with buckshot at a barn door. 

“Shooting with buckshot at a barn 
door is bound to get some scattered 
hits,” stated Mr. Ganse. “Any man who 
will work faithfully and see enough 
people will support himself. Can’t we 
go further with the buckshot idea? 
Can’t we go further to the man with 
the rifle aiming at a definite object? In- 
stead of a man saying, ‘Mr. Smith, I 
want to sell you life insurance,’ let a 
man have a definite idea as to the 
needs of his prospect and of the propo- 
sition which he proposes.” 

He then went on to illustrate this 
point by telling the story of a man who 
claimed to be a machinist simply be- 
cause he put on bolt 248. He said that 


there was too much of that sort of life - 


insurance salesmen in the business to- 
day. He then went on to take up the 
selling end of his address. 

He declared that a man has thres 
things; he has some assets, some li- 
abilities, some life insurance. He then 
stated that there were a number of 
links going on to make up a sale and 
that. these links must be co-ordinated. 

“Work out the needs of your clients,” 
he urged his audience, “and meet them. 
You will sell far more insurance.” 

Mr. Ganse said that the earning pow- 
er of the American public is $50,000,- 


* 000,000 a year. The people, he stated, 


are insured for eighty per cent of their 
first year’s income. 

“The average wealth of the American 
people is $4,000,” he declared. 

















ALL THAT’S GOOD IN LIFE INSURANCE 


—All Ordinary Lines 
—Group Insurance 
—Accident & Health Insurance 


Over $315,000,000 of Insurance in Force 
Our Expansion Program calls for Well Equipped Leaders 


Missouri State Life Insurance Company 
M. E. SINGLETON, President 


| Home Office 


Saint Louis 








F. M. APPOINTMENTS 





Harry A. Mader Northwestern Penn- 
sylvania Manager; Fred H. Waite 
Manager for Rhode Island 





Two appointments announced by the 
Fidelity Mutual are those of Harry A. 
Mader as manager for Northwestern 
Pennsylvania and Fred H. Waite as 
manager for Rhode Island. 

Mr. Mader has been in the service 
of the Fidelity for many years, start- 
ing as stenographer, then cashier, and 
finally entered the field as a personal 
writer with the Shambacher Agency. 
A big fellow, of pleasing personality, 
with an excellent record as a personal 
producer and organizer, we look for 


big things from his section of the 
State. 

Mr. Waite has been in the life insur- 
ance business for about seven years, 
his experience covering personal under- 
writing as well as supervising of ag- 
ents. He is a “six-footer,” weighs 195 
pounds, and we believe will give a good 
account of himself in the near future. 





Benjamin F. Hadley, second vice- 
president of the Equitable of Iowa, was 
a visitor here this week. 


GIBBONEY DEVELOPMENT 





Travelers Files Injunction in Philadel- 
phia To Prevent Beneficiary From 
Collecting Insurance 





The Travelers Insurance Company 
has filed an injunction suit in the Unit- 
ed States District Court at Philadel- 
phia to prevent Mrs. Gibboney, the 
beneficiary named in a policy of $15,- 
000 issued on the life of D. Clarence 
Gibboney, from proceeding in the Court 
of Common Pleas to collect the insur- 
ance money. 

The policyholder was a member of 
the Philadelphia Bar, head of the Law 
and Order Society in that city for a 
number of years and he was the coun- 
sel of Grover Cleveland Bergdoll, the 
notorious slacker and deserter from 
military service during the World War 
and fugitive from imprisonment. It is 
claimed that the insured was drowned 
while traveling in Mexico, where he 
went after his client’s escape. 





Jerrold L. Wheaton has been appoint- 
ed special agent at Utica of the Penn 
Mutual ife, with office in the Gardner 
building. Mr. Wheaton recently gra1- 
uated from Colgate University. 





The leading personal producer of the 
Guardian Life for June, 1921, was Ar- 
thur Baker, of Tulsa, Okla. 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no p.obationary 


period. 


Payments begin immediately on approval of claim—no proba- 


tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


Immediate waiver of future premiums—no waiting until next 


anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Str2et, New York 
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| Pauper Burials and 


Interment of the Dead 


in the Large Cities 





Work at Atlantic City. 











By DR. FREDERICK L. HOFFMAN, ‘Third Vice-President of 
The Prudential 


This unusually interesting address, of vital value to insurance agents, 
was delivered by Dr. Hoffman before the National Conference of Social 




















Of those who are buried at public ex- 
pense, some, at least, upon proper iden- 
tification would have been spared the 
humiliating necessity of a burial in the 
potter’s field. There is the case, among 
others, of Grace Palmer, who lost her 
life while bathing in the surf at Pablo 
Beach, near Jacksonville. Her home 
was in New York, but there was no 
one to care for the body, which was 
therefore buried in potter’s field. When 
William S. Devery was Chief of Police 
in New York City, according to an 
article in the New York “Sun,” a man 
well known and highly estemed in the 
city dropped dead on Broadway. His 
friends found his body in a police sta- 
tion on the sanded floor of the back 
room, where the reserves were playing 
checkers. The man’s friends protested 
angrily, and an effort was made to do 
something for decency’s sake. But 
there was nothing in the station to 
cover the body with, and nothing out of 
which td improvise a bier. Chief Dev- 
ery heard of the matter and made in- 
quiries. The result was a general order 
issued to the force, which directs that 
dead bodies taken to police stations 
should always be kept in a place apart 
under guard. The chief gave notice 
that he would personally see to it that 
his order was carried out. In this con- 
nection the fact is of interest that 
Coroner Leonard Ruoff, Jr., of Ozone 
Park, L. L, prepared a bill to be intro- 
duced into the state legislature creating 
4 Bureau of Identification for the City 
of: New York. He declared in a public 
étatement that during the previous year 
8,000 unidentified persons were buried 
in potter’s field. He was of the opin- 
ion that if such a bureau had been in 
operation, nearly all, if not all, of them 
would have been identified. 

The poor are thoroughly familiar with 
these and even more distressing and 
aumiliating facts, and they naturally 
have a horror of a pauper burial in the 
tight of the apathy and indifference of 
those who subject the bodies of the 
dead poor to humiliating indignities, be- 
cause money required for a decent 
burial is not promptly forthcoming, if, 
indeed, the necessary means are avail- 
able at all. There has already been 
mentioned the case of Alexander Siegel, 
of 10 Grove Place, East Orange, N. J., 
2 man out of work, who committed sui- 
cide and left a letter addressed “Dear 
Cousins: Do not let the Department of 
Public Charities bury me, and do not 
allow an autopsy to be held on my 
body.” 

The bitter lessons of experience have 
also emphasized the value of insurance 
over individual savings. The risk in- 
volved in saving money for funeral ex- 
penses is illustrated in a case originally 
reported from Hamilton, Ohio, accord- 
ing to which a Mr. James Jones, living 
to the west of that place, had saved 
$165 for his funeral expenses, when he 
died. Robbers found it out, and enter- 


‘ing the house made away with the en- 


tire amount. As observed at the time 
in “The Prudential Weekly Record”: 


It would be hard to find in so short a space 
a more powerful and convincing argument in 
favor of Industrial life insurance than is em- 
bodied in this brief dispatch. It is fair to 
assume that this man who was thinking of his 
last days, was well on in years, doubtless a 
middle-aged man. But the life insurance in- 
vestment, in weekly instalments, of even a 
lesser aggregate sum than was stolen from 
him would doubtless have guaranteed him an 
ample burial fund, absolutel beyond the 
reach of tobbers. Beyond all question, the 
greatest burial-fund savings-bank imaginable 
4s a reliable life insurance company, 


Mary E. Wilkins’ Story 


In the story of “Old Lady Pingree,” 
by Mary E. Wilkins, is a still more 


graphic description of a case of indi- 
vidual savings for funeral expenses. 
Especially touching is the scene in 
which old Nancy Pingree reveals the 
secret of her life, in the words which 
follow: 

“In this corner, under the clothes, you'll 
find the money to pay for my buryin’. I’ve 
been savin’ of it up, a few cents at a time, 
this twenty year. I calculate thefe’s enough 
for everythin’, I want to be oi in that va- 
cant place at the end of the Pingree lot, an’ 
have a flat stone, like the others, you know. 
If I leave it with you, you'll see that it’s all 
done right, won’t you, Mrs. Holmes? I’m the 
last of the hull family, you know, and they 
were pretty smart folks. It’s all run out now. 
I ain’t nothin’, but I’d kinder like to have my 
buryin’ done like the others. I don’t want it 
done by the town, an’ I don’t want nobody 
to give it to me. I want to pay for it with 
my own money. You'll see to it, won’t you?” 

“Of course I will,” replied Mrs. Holmes. 
“Everything shall be done just as you say, if 
I have anything to do about it.” 

But painful experience has taught the 
poor the insecurity of individual savings 
and reliance upon individual aid. In- 
dustrial insurance alone gives the as- 
surance that the money required will be 
forthcoming in the hour of most urgent 
need. The mind cannot conceive of the 
human tragedy of death during the re- 
cent influenza epidemic without indus- 
trial insurance. The Prudential in 
seven weeks paid over 39,000 claims 
(industrial and ordinary), for over $8,- 
500,000, on deaths resulting from in- 
fluenza and pneumonia. The total in- 
dustrial claim payments for all causes 
during the same period amounted to 
78,000 policies terminated by death, for 
the aggregate sum of $15,500,000. 

Rich and poor alike share the com- 
mon abhorrence of neglect and indif- 
ference to the dead. In a letter to the 
New York “Evening Post” some years 
ago it was properly said that “a neglect- 
ed cemetery in a lonely country region 
is a sad sight, and not an unusual one, 
but to see a little burial plot not only 
neglected but abused in a conspicuous 
place in a large city seems really sac- 
religious. This sight is in full view now 
from the subway trains to Kingsbridge, 
between Two Hundred and Seventh and 
Two Hundred and Fifteenth streets, 
where the streets are being cut through, 
and the ground cleared of all the beauti- 


‘ful trees and shrubs that formerly. grew 


in that region What is to become of 
this little burial-plot, with its graves 
and broken stones, bearing well-known 
names and dates not old enough to have 
their owners quite forgotten, one would 
suppose?” The letter concludes with 
the question “What church, corporation 
or individuals should be appealed to, to 


make an end of this pitiable sight?” - 


Such cases are not as rare as would be 
supposed. Even the United States Gov- 
ernment has not always exercised 
scrupulous care in the preservation of 
the burial-grounds of deceased soldiers 
and sailors. There is at least one such 
neglected cemetery at Sitka, Alaska, 
where for any years the Government 
maintained an army post. This lonely 
graveyard is in a very much neglected 
condition, although some of the stones 
indicate that those interred there were 
officers and privates of the United States 
Navy and entitled to more respectful 
consideration In marked contrast is the 
excellent manrer in which it is said 
that the United States cemetry at San 
Cosme, near th city of Mexico, is main- 
tained, although purchased soon after 
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More Than 11/4 Million Policies Now In Force _ 


Only four other life insurance companies in America have more policy contracts 
in force than this Company. A study of the following growth in ten years is invited: 


Assets 
ce rr ee or 
$49. 


SROUTARCS 1m. FEUER 6 oes cccccscvnencioves cose 


Attractive opportunities ope: 
Pennsylvania, Michigan, Illino 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President 


Organized February 23, 1888 
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tion. 


HE INDIVIDUAL PRODUC- 
TION of more than 15 per cent 
of our 1920 representatives was in i 


excess of a quarter million dollars 
of paid for insurance. 
We believe that this remark- 


able record is largely due to our 
effective plans of agency co-opera- 


Every new man who is added to 
our ranks is carefully selected, con- 
tracts with us upon a full-time 
basis and has the advantage of an 
intensive course in life insurance 
training at the home office. 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
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the Mexican War, about 1850, for the 
purpose of interring the remains of sol- 
diers of the United States who died or 
were killed in that vicinity during the 


war with Mexico, and also for the pur- 
pose of interring the bodies of citizens 
of the United States who have died in 
that vicinity since that period. 














Men Who Had Early Confidence 
in Founder of the Travelers 











Hartford, July 18—Daniel Bidwell, 
who is a veteran on the staff of the 
Hartford “Courant,” and who was a 
warm friend of the late Major Edward 
V. Preston, who died this month at the 
age of eighty-four after having been 
with the Travelers since 1865, was 
reminiscencing about the Major today. 

“During one of our talks,” said Bid- 
well, “Major Preston told me about the 
personality of James G. Batterson, 
founder of the Travelers, in the early 
days of that Company’s history, and 
about some of the men of Hartford 
who had confidence in him. Along 
that line he said: 

“*Mr. Batterson had made himself 
well known as a monument builder, 
dealer in granite, town meeting leader, 
fierce fighter, general overseer of things 


doing and to be done. Alert, success 
ful, courageous, head crammed full of 
knowledge worth knowing, a memory 
that lost nothing, quoting law and go 
pel to beat the band,—it is no wonder 
such a man led what some sneceringly 
called a two-cent company to become 
a corporation known over all the world. 

“‘He was ably supported by a saga- 
cious manufacturer, James L. Howard; 
by Governor and afterwards Posimas- 
ter-General Marshall Jewell, also later 
ambassador to Russia; by Governor 
William A. Buckingham and by a wise, 
conservative and able financier, Jona- 
than B. Bunce. 

“*The secretary of the Company, 
Rodney Dennis, had been a worthy and 
well known bookkeeper in a city bank. 
John E. Morris, afterward secretary, 
was the first clerk.’” 
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How One Company 
Checks Lapsation 


NORTH WESTERN NATIONAL PLAN 





Company Has Follow-Up System Which 
is Growing Effective; Definite 
Re-instatement 





Many companies have given much 
thought to the lapsation problem. This 
js the Northwestern National’s pro- 
ceedure : 

Let us outline once more the system 
we follow: During the grace period (10 
or 15 days after the due date) a re- 
minder notice is sent to the insured 
and a notice to the State Agent. A 
form letter addressed to the State Ag- 
ent and signed by the Company has 
been prepared. This is the way it 
works,the State Agent fills in the 
name and policy number on the form 
and adds a postscript to the agent who 
wrote the case, usually saying, “You 
had better see this man before the 
grace expires.” If he is in the neigh- 
porhood of the insured, he sees him, 
and if not, adds another postscript ad- 
dressed to the policyholder, telling him 
that if he can’t pay, to see his banker 
or write the agency about an extension 
of time. In addition to this, some of 
the state agencies write a letter direct 
to the insured urging him to pay before 
the grace expires and offering an ex- 
tension, if necessary. The Crary-Tur- 
ner Agency has followed this system 
consistently and put in some hard 
work, with the result that while the 
lapse ratios in most agencies have in- 
creased a third, theirs has decreased 
one-fourth. It is much easier to pre- 
vent a lapse than to reinstate one. It 
pays to keep after them in the grace 
period. 

Do what you may, a certain per cent 
of your business insists on lapsing. A 
week or ten days after a policy lapses 
acard giving full information as to due 
date, premium, dividend, policy. loan, 
etc., is sent to the State or General Ag- 
ent and a letter to the policyholder. 
Two weeks later if no reply has been 
received the “President’s letter” is 
sent, stating that he has asked Mr. 
Hillweg to grant an extension of time 
for payment of the past due premium. 
Mr. Hillweg then writes offering a 
definite proposition for reinstatement 
and enclosing a blue note and also a 
letter with an addressed envelope, the 
letter starting as follows: 

“Northwestern National Life 

Insurance Company. 

“Gentlemen: Referring to your let- 
ter in regard to my policy No......... 
will say” ((followed by eight blank 
lines on which the insured makes his 
reply). 

A surprising number of replies are 
received on this form and once you get 
areply your chance to reinstate is in- 
creased many times. 





SUB-STANDARD RISKS 


At a meeting of the $100,000 Club of 
the Missouri State Life convention, Dr. 
Jaudon, medical director, discussing 
Standard and sub-standard risks said in 
part: 

“While we are aware of the fact that 
there is much to be learned in-the un- 
derwriting and medical selection of sub- 
standard risks, we feel that the use of 
the Numerical System of rating, the 
Medico-Actuarial and other proven ex- 
Perience tables, and a careful study of 
each individual case, has taken this 
class of risk out of the indefinite class, 
has removed the element of uncertain- 
ty to a great extent, and has given the 
underwriter and the medical director a 
basis whereby they can more accurately 
Measure the mortality expected in any 
given case, and, therefore, arrive at a 
tating that will prove satisfactory to all 
erned. It is our duty to reach out 
nto the impaired classes and to select 


and insure as many of those submitted 
88 We possibly can, without impairing 
company’s mortality.” 





conduct a business production cam- 





Darwin P. Kingsley 
—The Man— 


By 
Thos. A. Buckner 


VERY imsurance man _ well 

knows. Darwin P. Kingsley, 
president of the New York Life. 
The great public know him as an 
expert in life insurance and fi- 
nance; as a philosopher, a thinker, 
a writer, and a patriot. Few how- 
ever know Mr. Kingsley, the man. 
Like most modest men, only his 
close personal companions and 
friends get really to know him. 
His greatest qualities as I know 
him are those of sterling integ- 
rity and love of truth. “Policy” 
does not enter into his mind or 
acts. He loathes cant and hypoc- 
risy in business, religion, and in 
social life. He is a hard worker 
mentally and physically. He is 
intensely serious in all the walks 
of life—whether it be in sports 
and play or in the big and import- 
ant affairs, and yet he possesses a 
keen sense of humor. He is very 
sympathetic and intensely human. 

s . & 


A Great Executive 
By 
John C. McCall 


NOWING President Kingsley 

as I do. his affection for the 
rank and file, his sympathy with 
those who work, his labors in your 
behalf. and how deeply he is him- 
self affected by sentiment, I feel 
that the tribute that will come from 
your hands in the next six weeks 
will touch him deeply and consti- 
tute a greeting as he returns that 
will mean more to him than words 
can tell. 

One of the things that has 
shoved this Company to the front 
is the POWER OF SENTIMENT. 
Time and again tremendous re- 
sults have been achieved in busi- 
necs-getting solely through the 
pulling: power of SENTIMENT, 
results that could have been at- 
tained in no other way. It,is for- 
tuvate that in our business senti- 
ment plays so great a part. It is 
the warp and woof of life insur- 
ance. SENTIMENT leads a man 
to insure his life for the benefit of 
those he loves. SENTIMENT im- 
pels a man to insure to help a 
church, a hospital, or to protect his 
business name and credit. 

When Mr. Kingsley was in the 
Agency Department sentiment 
often evoked at his behest a spon- 
taneous business that set new 
high records and helped put many 
an aspiring agent on his feet. 

And ‘so I feel that it is particu- 
larly appropriate to pay this trib- 
ute to the president as he goes 
forth on a company mission that 
requires superior skill and serious 
labor. 

Mr. Kingsley is now in Europe 
in connection with matters per- 
taining to the company’s business. 
During his absefice; the officers and 
agents of the New York Life will 


paign in his honor. The contest 
runs from July 5 to August 13. 











BRONSON STATE ACTUARY 
H. T. Bronson, formerly actuary for 


the Southern Life & Trust Company 
of Greensboro, N. C., has succeeded E. 
T. Burr as State insurance actuary for 
North Carolina. Mr. Burr resigned to 
accept a position with the Durham Life 
Insurance Company in that State. 





IMPERIAL BUILDING 


411-13 WALNUT STREET 


PHILADELPHIA 





WANTED 
Agents 
AGENTS 


and more 
AGENTS 


Under The Perfected Limited Payment Life and Endow- 
ment Plan, the additional premium over that charged for an 
Ordinary Life policy to make it Full-Paid or mature it as an 
Endowment, purchases Full-Paid Endowment Insurance 
payable in addition to the amount insured under the Ordinary 
Life portion in event of the death of the Insured, thus saving 
it to the beneficiary. Under the old system this extra premium 
purchases Pure Endowment, which has no death value and is 
LOST to the beneficiary in event of the death of the Insured. 


The Perfected Limited Payment Life and Endowment 
Plans are now being issued by the Company offering Life 
Insurance at the lowest net cost of any in the United States. 
This should be enough to attract GOOD AGENTS, but this 
Company also insists upon treating all agents alike. 


The amount of money you can earn under their Agents’ 
Contract is only limited by your ability to write personal 
business and get others to help you. Renewals once earned 
cannot be forfeited. They are vested in you or your Estate. 
You are at liberty to resign at any time, but this Company will 
insist on paying you what renewals you have earned. If you 
die they will insist on paying them to your wife or Estate. 
This is not all. Under our Co-operative Advertising Plan, we 
will have thousands of prospects to distribute among Agents 
selling the Perfected Endowment Policies. 


If you come with us your wife is assured an annuity that 
thousands of dollars could not buy, and you will have the 
satisfaction of knowing that you are giving each one you 
insure everything that Life Insurance can give them for their 
premiums. 


Write us today. Do it now. 


PERFECTED ENDOWMENT COMPANY 
411-13 Walnut Street Philadelphia, Pa. 





We are publishing a new Booklet entitled, “LIFE 
INSURANCE, THE ONLY THING THAT HAS 
TO BE SOLD AND THE MORE YOU PAY 
FOR IT THE LESS OF IT YOU HAVE.” Price, 
25c, stamps or currency. After reading it, if you think 
you did not get your money's worth, send it back and 





we will refund its cost and return postage. 
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DIFFICULTIES OF SMALE LIFE IN- 
SURANCE COMPANIES 

Some of the difficulties encountered 
by the smaller life insurance compa- 
nies were described by W. R. Halliday 
at the recent meeting of the Actuarial 
Society of America in a paper which 
contains much of general interest and 
which we have already briefly re- 
viewed. Some of these difficulties are 
not such as would occur to those not 
connected with the smaller companies. 

The obvious necessity of restricting 
the amount at risk on any one life to 
a comparatively. small figure—$2,500 
is the figure suggested by Mr. Halliday 
for a new company—results for exam- 
ple in loss in more ways than one. It 
means a serious restriction on the ag- 
ency force and a proportionately large 
amount of re-insurance which can only 
be effected at a loss since re-insurance 
does not pay the ceding company. The 
best way of meeting this difficulty is by 
arranging an exchange of re-insurance 
with another similar company. Asso- 
ciated with the necessity of strictly 
limiting risks is the necessity for a 
“mortality fluctuation fund.” One of 
the reasons which makes such a fund 
especially necessary for a small com- 
pany is its restricted field of operation. 
Usually a young company operates only 
in a few states while the business of a 
large company is spread over the whole 
country so that the latter is not affect- 
ed to the same extent proportionately 
by some catastrophe of 2 local nature. 

Another difficulty is the valuation 
basis. If it is too easy there is a temp- 
tation to extravagant management 
while if it is too stringent the funds 
of the company will suffer on account 
of the large amounts paid to withdraw- 
ing policyholders. In fact, it appears 
that one of the hardest things for the 
young company to do is to resist temp- 
tation in various forms: It must exer- 
cise frugal economy in management 
and expenditures of all kinds. It must 
not relax the stringency of its standard 
of acceptance in order to increase the 
amount of new business transacted as 
if it does it will become the target for 
all the business rejected elsewhere and 
will attract an undesirable class of ag- 





The successful management of a new 
life insurance company therefore calls, 
in addition to the necessary technical 
and professional advice, for qualities 
of good business sense, driving power 
and initiative and above all for honesty 
of management. 

That these qualities are’ not always 
present at the birth of young compa- 
nies to the extent necessary to ensure 
a successful and useful career is strik- 
ingly demonstrated by the fact that 
during the past ten years over eighty 
American life insurance companies 
have been compelled to go out of busi- 
ness. Needless to say, the cause of 
failure was not in all cases bad man- 
agement, lack of efficiency or dishones- 
ty. Misfortune in the shape of the in- 
fluenza epidemic and the abnormal cir- 
cumstances which it entailed had a con- 
siderable effect on the death rate not 
only of the policyholders but of the 
companies themselves who after a few 
brief years of existence were called 
upon to meet circumstances which had 
not only never been experienced before 
but which had been considered beyond 
the range of possibility. 





REDUCE FACE OF POLICIES 





Prominent Company Makes Widespread 
Reduction in Automobile 
Coverage 

One of the most important insurance 
companies in the United States has 
made an unprecedented and sweeping 
reduction in the amount of its out- 
standing automobile insurance, the 
process being as follows: 

Thousands of policies were cut down 
in amount, and endorsements to that 
effect were sent to agents and brokers 
for delivery to the assured. With the 
endorsements came checks for the re- 
turn premium drawn to the order of 
the individual assureds. The com- 
pany’s action has caused widespread 
interest, and throws an insight into 
how some companies feel about the 
automobile insurance situation. 





DETROIT CONFERENCE 





Prominent Automobile Underwriters 
Meeting With Car Manufacturers 
About Locking Devices 





The question of lock devices is under 
discussion in Detroit this week between 
prominent underwriters and automo- 
bile manufacturers. The time has 
arrived when some action must be 
taken to clear up the controversies and 
uncertainties about the locking device. 
What is wanted is for the manufac- 
turers themselves to put locking de- 
vices on the cars. . The present is 
penny-saved-pound-foolish. The ordi- 
nary car owner will not put on a lock 
because he regards it as too expensive, 
and sometimes when he has a lock he 
forgets to use it. 

Some underwriters believe if the lock 
came with the car it would be used. 

In the meantime. fine inventive minds 
are working on the lock proposition, 
hoping to improve devices. 





WOODWARD CHAIRMAN 


Arthur P. Woodward, secretary of 
the Connecticut General Life’s accident 
bureau, will serve as chairman of the 
joint entertainment committee of the 
joint convention of the International 
Association of Casualty & Surety 
Underwriters and the National Asso- 
ciation of Casualty & Surety Agents to 
be held at the Greenbrier Hitel, White 
Sulphur Springs, W. Va., Sept. 22-24. 





President John B. Morton and Secre- 
tary Sumner Ballard of the National 
Board of Fire Underwriters have ap- 
plied for membership in the New York 
City Pond of the Blue Goose. 





THE HUMAN SIDE OF INSURANCE 
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RATING COMMITTEE OF AUTOMOBILE CONFERENCE 


The distinguished looking gentlemen in this picture constitute 


e Rates 
Committee of the National Automobile Underwriters’ Conference. ere are 
lots of them, but it is a delicate, complicated and sometimes troublesom« subject 
that they are required to adjudicate. Here is one place where in numbers there 
is safety. On Tuesday the “Journal of Commerce” printed quite a spread about 


a fire which these committeemen extinguished at the Farmington Country Ciyb 


near Hartford where this photograph was taken. 


It was quite an exciting 


moment, as Editor Crawford described it, with various persons running about 


armed with White Rock bottles and cracked ice carafes. 
Timberlake, of the Hartford, however, is to the effect that there was 3 
salvage on what goes with the White Rock and the ice. 


A wireless from C, §. 


perfect 
The Crawford story 


also told of a Pyrene bath given to Manager Young, of the Conference, during 


the fire fighting. Even a bath in Pyrene is welcomed in this weather. 


Inci- 


dentally, progress was reported in rate discussion and in laboratories’ experi: 


ments and tests. 


The key to the picture follows: Lower row, A. J. Donohue, T. A. Kruse. 
Edmund Ely, W. P. Young, J. D. Vail, Chester M. Campbell, Mr. Johnson, (sten- 


ographer). 


Middle row: Ralph Rawlings, J. R. Moore, A. R. Small, C. S. Timber. 
lake, R. H. Goodwin, S. Y. Tupper, Jr., R. B. Barnett, R. C. Patterson. 


Top row: 


C. C. Wright, Lyle Osborne, Paul Fry and J. V. Fothergill. 





Harry E. Nangle, of Denver, Colora- 
do, formerly the only bachelor member 
of the Bankers Life Company agency 
in that city, was married on Saturday, 
June 9, to Miss Mary M. Ryan who 
was, at that time, a refugee in Denver 
from the recent Pueblo disaster. Mrs. 
Nangle is the manager of one of the 
largest fire and casualty insurance ag- 
encies im Pueblo and has been in the 
business for herself for six years. She 
plans-to continue her insurance work 
and Mr. Nangle, associated with his 
father, will take charge of the Pueblo 
territory for the Bankers Life Com- 
pany, under the direction of the Den- 
ver office of which C. B. Knight is ag- 
ency manager. The courtship leading 
up to these nuptials was. brought to a 
culmination in an unusual way. Mr. 
Nangle and Miss Ryan were out rid- 
ing on the Saturday afternoon of the 
wedding. Mr. Nangle stopped to see 
@ prospect and sold him a $5,006 policy. 
This so elated them that they imme- 
diately drove to the home of Dr. W. H. 
Wray Boyle, Pastor of the First Pres- 
byterian Church of Denver, who tied 
the knot. 

ss. 8 


Vice-President G. S. Nollen, of the 
Bankers Life Company, has recently 
been elected as alumni member of the 
Board of Trustees of Grinnell College. 


Rupert F. Fry, president of the Old 
Line Life, was the subject of a cartoon 
in the Milwaukee “Sentinel” on July 
12. The “Sentinel” has been running 
cartoons of prominent citizens . for 
sometime. 

*> ¢ 


E. R. Champion, of Lynne, Conn., ag- 
ent of the Hartford, tells of an amusing 
incident in connection with a Hartford 
film. Some time ago, after a showing 
of the film “Hector the Pup,” an appli- 
cant wrote in for insurance. Not being 
able to remember the Hartford Fire In- 
surance Company by name he requested 
that his insurance be placed in the 
“Hector the Pup Company.” 


Henry W. Gray, Jr., agency secretary 
of the London & Lancashire, and one 
of the most courteous and astute of fire 
insurance men, believes that there is 
often too much brusqueness in modern 
business dealings. He signs his letters 
with a true Bluegrass flavor, “I am, 
dear sir, very truly yours.” Mr. Gray 
once lived in Kentucky. 

s + * 


H. J. Wheeler, district agent of the 
Equitable Life Assurance Society at 
Watertown, N. Y., has been unanimous- 
ly re-elected president of the Life Un 
derwriters’ Association of that city. 


7’. * *# 


INSURANCE RECOMMENDATION 


The newspapers told the other. day 
of the death of a railroad man, who 


disposed by will of an esiate of half a 
million dollars. In the will he made 
this statement: 

“I recommend that each of my chil: 


dren, on coming into the receipt of ix 


come from my estate, place a sufficient 
amount in Life Insurance to make 
proper provision for his loved ones. 
If their affection and regard for their 
children is of such a character as to 
induce them to. be, in a measure, eco 
nomical, so as to accomplish thie acquit- 


ing of such insurance, I believe !t 
will be toward the improvement and 
betterment of their lives.’”—New Eng 
land Pi‘ot. 





LIVELY MEETING 

The meeting of the Allegheny Board 
at which the agency quaification 
broker definition proposition came w) 
was one of the liveliest affairs in West 
ern Pennsylvania fire insurance annals 
and some one gave a story out to the 
Pittsburgh newspapers. The new pro 
posed plan, which was up for adoptioa, 
was defeated. 





Buswell Leaves for North 
F. C. Buswell, vice-president of the 
Home, has gone to the Northern Woods 
for a fortnight’s vacation. 
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Movie Theater Broker 
Wants Lower Rates 


SCHEDULE TOO HIGH 














THINKS 











charles A. Rogers, of Times Square, 
Waiting to See How Legislature 
Will Act 





Arguments for lower rates on thea- 
ters of the type of the Strand, Rialto, 
rivoli, Capitol, and other up-to-date 
playhouses of the advanced type, are 
made on behalf of Charles A. Rogers, 
proker and theater insurance expert, 
with offices in the Knickerbocker build- 
ing, Broadway and Forty-second Street. 

Mr. Rogers, who handles insurance 
counts for the Fox, Strand, Levy 
prothers, and the Ward & Glynn cir- 
cuits, besides the Highty-first Street and 
other theaters, appealed upon behalf of 
his clients to the Lockwood Housing 
Investigation Committee, but when the 
compromise conferences between that 
hody and the New York Fire Insurance 
Exchange began, the theater men decid- 
ed to withhold further action until the 
new powers, (if any additional) to be 
accorded the imsurance commissioner 
are determined. Should the state de- 
partment be given the power to regu- 
late rates the case of the complaining 
theater owners will be laid before Supt. 
Phillips. 

“Premiums aggregating around half a 
million dollars a year, at a conservative 
estimate, are being paid on theaters of 
the new type of safety construction and 
equipment in the New York metropoli- 
tan and suburban districts,” said Mr. 
Rogers. “They are constructed of stone 
ond concrete, floors as well as walls, 
with iron standards for all seats, and 
have every other known safeguard. 
There has been no fire in these wonder- 
ful buildings of modern construction 
upon which a premium income of per- 
haps five million dollars has been paid 
to insurance companies. 

“Rates on other classes of property 
which carry much less protection are 
much lower than that on these theaters. 
And in other cities, where fire depart- 
ment equipment is many grades lower 
than that of New York, the rates on this 
same class of playhoues is less than 
half. 

“The basic rate here is 51 cents. On 
theaters of the same type in Newark it 
isonly 24; Syracuse has a Strand whose 
rate is 21 cents; in Denver, Colo., the 
Fox concern has four theaters with a 
rate of 21 or 22 cents. Here in New 
York a 20-cent rate is in force on non- 
fireproof tenement buildings tenanted 
by fifty to a hundred families where 
the moral and physical hazards are very 


> 


Fire Insurance Department 


great and where statistics show that the 
fire losses are considerable. 

“As a result of the present conditions 
theater owners are turning their eyes 
toward the mutuals and the stock com- 
panies might well read the lesson con- 
veyed in the passing to the mutuals of 
the property of the Associated Garment 
Workers, at Thirty-eighth Street and 
Seventh Avenue. William Fox, operator 
of a chain of theaters, says that unless 
proper rates are promulgated owners 
will get together and place the business 
with. strong mutuals. Other operators 
say they will reduce their insurance to 
a point where they merely cover what 
mortgages they may have on their 
properties. 

“Theaters here have been accorded 
three reductions in the last ten years. 
At that time the basic rate was $1.25. 
This was reduced to 90 cents as the re- 
sult of agitation which we kept up for 
two months. Three years later another 
one-third reduction was secured, bring- 
ing it down to 60 cents. The third re- 
duction did not reduce the basic rate 
but was in the nature of allowances 
granted when certain rules as to fire 
buckets and other safety appliances 
were complied with. Up to the time of 
this concession we had never been re- 
warded for compliance but we had been 
heavily penalized for the slightest in- 
fraction of these rules. For instance, if 
90 pails on prescribed hooks were 
called for, we were penailized if the 
inspector could count only 89 because 
one hook had been displaced.” 





MISS G. P. LANK A BRIDE 





Unusually Talented Secretary of East- 
ern Union Marries A. J. MacFarland, 
Eastern Newspaper Man 





The marriage is announced of Miss 
Georgia Pearl Lank and Archibald J. 
MacFarland. Mrs. MacFarland is sec- 
retary of the Eastern Union and has 
been with that organization for several 
years. When E. U. Richards resigned 
as secretary of the Hastern Union the 
Officials of the organization decided 
that they need not go outside of the 
office for his successor, and, according- 
ly, gave the position to Mrs. MacFar- 
land. A quiet, modest. intelligent and 
tactful woman, she has performed the 
duties of her office with executive abil- 
ity of a high order; and her standing 
among the company officers is most 
excellent. 

Mr. MacFarland is one of the ablest 
of New York City’s evening newspaper 
men, and ‘has been on the “Mail” for a 
number of years. 





J. WEBB LITTLE ILL 
J. Webb Little, assistant manager of 
the Eastern department of the Fire- 
man’s Fund, is seriously ill. 





INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$11,896,417.46 


LIABILITIES, EXCEPT CAPITAL 


$8, 


171,905.10 


SURPLUS TO POLICYHOLDERS 


$3, 


124,512.36 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 


Parcel Post, Tourists’ Baggage, Personal Effects Floater, Jewelry 


Floater, Fine Arts. 


Affiliated with 


AETNA LIFE INSURANCE CO. 


AETNA CASUALTY & SURETY CO. 
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NIAGARA 


Fire Insurance Company 


ESTABLISHED 1850 
123 William Street, NEW YORK 

























ONE LIBERTY 


Commonwealth Ins. Co. 


Detroit F. & M. Ins. Co. of Mich. 


STREET, 


N. ¥. 


LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corporation 


NEW YORK CITY 
Telephones: John 0063-0064-0065 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
of 


Globe & Rutgers Insurance Co. 
London & Scottish Assu. Corp. 
(Casualty) Indemnity Ins. Co. of N. A. 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 


Telephones: Main 6370-6371-6372 
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Insurance Offices in Old 
Knickerbocker Hotel 


TIMES SQUARE COLONY GROWS 








Former Manhattan Hotel Has One In- 
surance Tenant; Offices in New 
District Doing Well 





Remodeling of the Knickerbocker 
hotel building into an office structure 
has resulted in quite a boost to the in- 
surance colony which long has had a 
firm foothold around Forty-second 
Street and Broadway with outshoots at 
Forty-first and Sixth Avenue, where 
the National Liberty has its home 
office; in the handsome buildings on 
Fifth Avenue, opposite the public Li- 
brary, and other points along Forty- 
Second Street. 

Rumors are current also that the new 
uptown National City Bank building, 
at Madison and Forty-second, which is 


the made-over Manhattan Hotel, is al-. 


so to house several insurance agents 
and brokers, but so far the only tenant 
of the sort is the National Surety, 
which has opened a small branch office 
on the eighth floor, with Elmer E. 
Schmidt in charge. 

Meantime the old-established bro- 
kers in the vicinity of Times Square 
are still doing business at the old 
stands, and report that they are doing 
as well as the run of insurance people 
in these parlous times. According to 
the list of tenants on the rent roll of 
the Knickerbocker the following insur- 
ance firms are now installed the build- 
ing, which is ninety per cent rented; 
Alexander Balter, Ferris-Cronin Co., 
Robert Levers, Miller-Jentes, Inc., Ed- 
ward A. Reis, Charles A. Rogers with 
M. A. Freedman, and the Waterman 
Agency, Inc. 

Most of these tenants are newcomers 
in the district, as well the building, in- 
to which they moved May 1. Some of 
them also are real-estate brokers as 


well as in insurance. Confident belief 
was expressed by almost all the old 
and new settlers in the district that 
the insurance colony there is bound to 
grow in size and importance, it being 
a natural outlet for such concerns as 
might be crowded out of the congested 
William Street district. 

According to F. H. Shifner, manager 
of the eastern department of the Na- 
tional Liberty, which, with the south- 
ern department, is housed at Forty- 
first Street and Sixth Avenue, having 
moved in May of last year from 62 
William Street, the executives and 
staff are still rejoicing, over the airy 
spaciousness of their quarters. Two 
floors, each of 10,000 feet in area, are 
occupied. Their metropolitan office is 
still downtown, at 136 William Street, 
theréby still’ maintaining the close con- 
tacts which are not so necessary to 
the departments which do business by 
correspondence. 

In the same building with the Na- 
tional Liberty is the west side branch 
agency of the Equitable with A. A. 
Harris as agency manager. It is thor- 
oughly equipped to give complete ‘serv- 
ice, including a woman’s and a medical 
department. Also there is an educa- 
tional department for the training of 
agents, conducted by S. Harris. In- 
formation on all forms of Equitable pol- 
icies are available to the public. This 
office was formerly on 125th Street, in 
Harlem. 

Coming back to the Knickerbocker 
insurance group it was learned that 
Alexander Balter moved in from 147 
Fourth Avenue and that he conducts 
a general insurance brokerage. The 
Ferris Cronin Co. are agents for the 
Aetna. Robert Levers’ office is a 
branch of his business long established 
at 376 Lenox Avenue. Charles A. 
Rogers was formerly at 192 Broadwav 
and before that at 105 William Street. 

Standing out as an insurance notable 
is Joseph A. Waterman, Sr., of the 
Waterman Agency, who is in the habit 
of writing a million and a half of busi- 
ness for the New York Life in a year. 


Incorporated 1849 


Metropolitan Fire Agent 
C. G. Smith 
1 Liberty Street 


Service Department 


I Liberty Street 





He finished in thirteenth place in the 
contest of the “$200,000 Club” which 
ended in June. Associated with him 
are Joseph H. Kolb, vice-president, 
formerly with W. L. Perrin & Son, and 
Joseph A. Waterman, Jr. 
Double Premium Income 

Business conditions were reported as 
fair by brokers long identified with the 
Times Square section. President 
George Leiste and Secretary E. C. 
Cass, of Kehoe & Lieste, 1476 Broad- 
way, have a mine of information about 
insurance affairs at this central point. 
They find it of no disadvantage to be 
a little detached from William Street, 
where they formerly did business, since 
phones are handy and the subway 
makes the trip one of a few minutes. 

“We have doubled our premium in- 
come on auto insurance during the 
last six months,” says Mr. Lieste. 
“And with all the talk of the moral 
hazard we have only one theft claim. 
We have a fair share of collision 
claims. We attribute our good showing 








Actual market value for all securities 





D. H, Dunham, President 
Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Ass’t Sec’y. 
John A, Snyder, Secretary 


MECHANICS 


of Philadelphia 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 
Capital ..........$ 600,000 

Reserve  Reinsur- 
ance Fund...... 1,465,929 


Reserve all other 
liabilities ..... A 








Net Surplus ...... 


Total ............$2,789,828 
Policyholders Surplus, $1,164,541 








D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H, Hassinger, Secretary - 


FIREMEN’S 


INSURANCE CO. 
of Newark, N. J. 


Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 
Capital ..........$1,250,000 


Reserve Reinsur- 
ance Fund ..... 5,191,079 


Reserve all other 
liabilities ...... 1,205,347 


Net Surplus ...... 2,086,742 


Total ............$9,733,168 
Policyholders Surplus, $3,336,742 











Total ............$4,006,570 


H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A. H. Hassinger, Ass’t. Sec’. 


THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 
Organized 1853 
Statement February 16, 1921 
ASSETS AND LIABILITIES 


Capital ...........$1,000,000 
*Reserve Reinsur- 
ance Fund ..... 2,295,788 
*Reserve all other 
liabilities ....... 
Net Surplus ...... 








260,940 
449,841 









Policyholders Surplus, $1,449,841 
*As of December 31, 192. 








Loyal to friends and loyal agents 
























SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 
New York Offices 


Geo. A. Hill, Jr., Special Agent 


————., 


Cash Capital $2,500,000.00 


General Marine Managers 


Talbot, Bird & Co., Inc. 
63-65 Beaver Street 


Metropolitan Auto Agent 
Leslie D. Forman 
75 Maiden Lane 
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to careful selection of risks which we 


think our location aids us in making 
as we are able to meet brokers oar 
selves instead of leaving it to counter. 
men.” 


Spotts & Starr, in the Times Build. 
ing, are extending the insurance end o; 
their general brokerage business which 


is under the management of ¢, B 
Schaefer, Jr.. and S. N. Eben. Mr. 
Schaefer formerly was with Frank B. 


Hall and with another brokerage con- 
cern. Other brokers in the neighbor. 
hood who reported business as fair 
were Max Liebeskind, 1482 Broadway 
the Cohan theater building: Morris 
Rose, 1476 Broadway and others. 





LLOYD’S NOT TO MOVE YET 





It’s Lease in Royal Exchange Does Not 
Run Out Until 1941; There 
Since 1774 





Considerable interest has been 
aroused in London by the possibility 
recently referred to by the Corporation 
of Lloyd’s to remove from the Royal 
Exchange. Liloyd’s has been housed 
on the first floor of the Royal Exchange 
since 1774, except temporarily when 
the destruction by fire of the second 
Royal Exchange in 1837 necessitated 
vacation. Tnderwriters and other 
habitues of Lloyd’s doubtless cast long- 
ing glances at the empty floor-space of 
the Royal Exchange itself, which from 
being a beehive of industrial activity 
in the past is now deserted even by 
the billbrokers who used to attend 
twice a week. 

Practically the premises are now the 
resort of the sightseer, the chief at- 
traction lying in the frescoes, mainly 
depicting incidents in City history, 
which adorn the walls. 

The point the City had to consider 
was where Liloyd’s proposed to eni- 
grate, as centered round it are numer- 
ous offices of marine insurance com- 
panies and brokers, and it is only nat- 
ural to suppose that they would in due 
course endeavor to secure accommoda- 
tion in the vicinity of any new pren- 
ises decided upon. 

One learns that in spite of talk there 
is little likelihood of any change being 
made yet awhile, as the lease does not 
expire until 1941, The great difficulty 
would be to secure adequate accomm? 
dation, as the expense of pulling down 
existing buildings would be almost pro- 
hibitive. A space suggested is the 
open ground adjacent to the palatial 
edifice erected by the Port of London 
Authority close to the Tower, and this 
is decidedly removed from the center 
of City activity. 





APPOINTS F. A. CHRISTENSEN 


F. A. Christensen has been employed 
as special agent for the Americal 
Eagle covering Connecticut and West 
ern Massachusetts. His early experi 
ence ‘was with the London & Lan- 
cashire in its home office. He is at 
present special agent for the Automo 
bile Insurance Company of Hartford 
for Central New York. 
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Not “Vulgar” For 
Lloyds to Advertise 


BROKERS TAKE UP QUESTION 








Spurn Resolution Against Buying Pub- 
lic Space; Helps Them Compete 
With Stock Companies 





At a recent meeting of the leading 
association of brokers in London—the 
Corporation of Insurance Brokers—a 
resolution was proposed deprecating 
advertising by members in the public 
press. It was introduced, but it didn’t 
get very far; so the motion was quickly 
withdrawn. One humorous speaker 
even suggested that the resolution be 
amended to prohibit the brokers from 
canvassing for business. 

in discussing the incident “The 
Policy,” a leading British insurance 
paper, has this to say: 

“The motion brought out some use- 
ful facts and opinions, and as to the 
latter we cordially agree that restraint 
should be exercised by brokers in re- 
gard to competitive statements in their 
advertisements, and that the tone and 
character of these advertisements 
should be kept far above those of the 
cheap jack. As to the facts brought 
out, we would say that we are much 
interested in a statement quoted from a 
letter written to the Corporation, or an 
official, by the chairman of Lloyd’s. We 
make the following extract: 

There is no rule prohibiting Lloyd’s brokers 


from advertising * * * It is difficult to see 
what objection there is an an advertisement, 
so long as it is not vulgar. The leading 


insurance companies freely advertise, and if 
Lloyd’s is to compete with them in that class 
of business, advertising seems to be almost a 
necessity. 

“We take these words to be quite 
general, and, of course, if Lloyd’s, brok- 
ers may advertise, their syndicates and 
associations may do so. The chairman 
clearly had these syndicates and asso- 
ciations in mind, and obviously in their 
case ‘advertising seems to be almost a 
necessity.” He refers in another pas- 
sage to their special motor car insur- 
ance and other schemes, ‘for which it is 
necessary to make a direct appeal to 
the general public.’ However, all may 
advertise. Quite a number of Lloyd’s 
brokers think that there is a rule pro- 
hibiting advertising, or rather have been 
afraid that there was. There may ac- 
cordingly be some interesting, and pos- 
sibly startling, developments now that 
the chairman has put it in writing that 
there is no such rule, and that he finds 
it difficult to see what objection there is 
to an advertisement, so long as it is not 
vulgar. We do not, however, believe for 
a moment that Lloyd’s brokers will use 
the reassuring words of their chair- 
man, to the detriment of the insurance 
broker. Lloyd’s syndicates or associa- 
tions will doubtless advertise their 
special motor car and other schemes, 
but this will be exactly in the way that 
insurance companies advertise, and will 
no more hurt insurance brokers (by se- 
curing business direct) than do the 
companies’ advertisements. On the con- 
trary, we believe that syndicates and 
associations, though they advertise, will 
be glad to secure business from insur- 
ace brokers again as in the case of 
companies—and that their relationships 
will be of a friendly nature. Even with 
regard to the ‘new found’ power of 
Lloyd’s brokers to advertise, we believe 
that the effect will rather be to the ad- 
vantage ofthe insurance broker. At the 
present time there is not enough ac- 
quaintanceship between the provincial 
insurance broker, particularly the new 
or young one, and the Lioyd’s broker, 
and it is highly desirable that more 
Lloyd’s brokers should make their 
names, and possibly their specialties, 
known to insurance brokers.” 














ORGANIZED 
1853 


CASH CAPITAL 
$12,000,000 





RAINY DAYS AHEAD? 
RAIN INSURANCE—NOW! 


From the New York Herald, July 15, 1921 


Thunder showers are expected to- 
day. As this is St. Swithin’s Day, 
rain to-day will mean rain every 
one of the next forty days, unless 
the wet saint fails to live up to the 
power generally attributed to him. 
James H. Scarr, forecaster of the 
local Weather Bureau, said that 
there is a strong probability that it 
will rain to-day. 

Mr. Scarr also announced that 
the records of the bureau show that 
there should be much rain ahead, 
as this city so far this year has ac- 
cumulated an excess of 885 degrees 
in temperature and a deficiency of 
4.31 inches in rainfall. [If this 
summer is to average up with the 
others, there must be more rain and 
less heat between now and fall. 


Forecaster Scarr foretold for July 15th, 
1921—St. Swithin’s Day. He was right—as 
he most often is. 


He also sees much rain ahead! 


THE RAIN INSURANCE POLICY 


of The Home Insurance Company, New 
York, is available for the wet days to come, 
providing safe indemnity for loss of income 
due to inclement weather. 





THE HOME 


INSURANCE COMPANY 


EW YORK 


ELBRIDGE G. SNOW, President 
NEW YORK OFFICE: 56 CEDAR STREET 





FIRE, MARINE AND ALLIED 
BRANCHES OF INSURANCE 





STRENGTH 


REPUTATION SERVICE 























Saranac Outing 
An Enjoyable Event 


SPECIALS AT ANNUAL AFFAIR 





Their Wives Entertain With Music 
and Song; J. W. Wood President of 
Old Association 





By William L. Hadley 


There was singing, dancing, swim- 
ming, boating, flying, baseball, golf and 
tennis at the forty-ninth annual meeting 
of the New York State Association of 
Supervising and Adjusting Fire Insur- 
ance Agents at Saranac Inn, N. Y. last 
week. The attendance was large and 
everybody had a good time and is al- 
ready looking forward to next year. 

The meeting opened with the “Star 
Spangled Banner” and closed with “Auld 
Lang Syne.” In between these two 
numbers was the calling of the roll, re- 
port of executive committee, report of 
treasurer, reading of correspondence, 
more singing, “‘the president’s address,” 
(only the president did not make any 
address) more singing, address of James 
J. Hoey, vice-president of the Conti- 
nental, read by J. A. Swinnerton, sec- 
retary of the Continental. This address 
was printed in The Eastern Underwrit- 
er last week. There followed short talks 
by the members, more singing, the elec- 
tion of officers and adjournment. The 
new officers: 

President, John W. Wood, New Hamp- 
shire; vice-president, John A. Jordan, 
Continental; secretary and treasurer, 
L. C. Breed, National; chairman execu- 
tive committee, W. H. Taylor, American 
Central. 

“xecutive Committee—J. G. Currie, 
Automobile; J. D. Erskine, Northern; 
R. F. Van Rankin, Home; J. B. Dacey, 
Boston; R. W. Wight, Queen; Robert 
Forest, New York Underwriters. 

Mrs. Chittenden On Hand 

The “Old Association” meeting would 
not be a meeting if the ladies were not 
present. This year there were many 
new faces gracing the occasion. Among 
them were Mrs. Currie, Mrs. Gray, Mrs. 
Farquhar, Mrs. Smith, Mrs. Stoddard, 
and Miss Marguerite Koch. Mrs. B. C. 
Chittenden, who has been in attendance 
at the summer meetings for many years 
was there and entertained with beauti- 
fully sung songs and that old popular 
ballad, “Rose in the Bud.” 

Miss Marguerite Koch, “a new breath 
of the flowers” at Saranac Inn, rendered 
two vocal numbers so well that she has 
a standing invitation to sit in at future 
meetings of the “Old Association.” 

The attendance of the ladies at this 
meeting year after year has given it a 
distinction not enjoyed by many gather- 
ings in insurance, and the regulars who 
fail to put in an appearance miss much. 
Everybody sends their love to Mrs. 
Percy W. Clark, and asks the projector 
of those inimitable dialect sketches 
given by her and which have become a 
real part of the proceedings. “Where 
were you this year?” Please advise 
each member personally. 

Mrs. T. P. Stoddard, presided at the 
piano with the ease of Hoimann, and 
accompanied the singers. 

Currie Does “Harry Lauder” 

John W. Currie, of the Automobile In- 
surance Co., Hartford, led the congrega- 
tional singing durfng the meeting, and 
on the side pulled off a Harry Lauder 
specialty minus the kilts. “Jock” got 
his Scotch melodies across in fine 
shape. 

Jenness and Others “Go Up in the Air’ 

There was one spectacle at the Sar- 
anac Inn meeting which stood away out 

in front of anything else that happened. 
Can anyone imagine Secretary F. W. 
Jenness, of the state association, going 
up in the air? He left the placid waters 
of upper Saranac Lake via a hydro- 
plane and flew over the waters and 
mountains of the region. Later he ad- 
mitted to the writer that he had not 
gone quite as high’in the air before 
and expressed himself as being delight- 
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ed with the experience. Following Mr. not to go too far from the float for if =— Issu 


Jenness, H. D. Rice, of the Union Insur- 
ance Society of Canton, hit the air on 
an aerial joy ride, and so well did he 
like the sport that, after a double head- 
er had whiffed through space for the 
regulation ride, he took off on a second 
flight, this time going much higher than 
in the first hop-off. 
Warns Hornbostel 


£. H. Hornbostel, of the National 


anything happened he would be quite 
some load to rescue. Of course, Mrs. 
Gray did not know that Mr. Hornbostel 
had floated so long in the lake waters 
of the Adirondacks that he was drown- 
proof. 
Company Officers Present 

At this meeting there are always a 
number of officers of companies who 
come back to mingle with their Alma 








Snapped at Saranac Meeting 

















‘OP ROW LEFT TO RIGHT 


L. c. Breed, Si scantsng tunieneie tines A. 
W. H. Taylor, C 


ordan, Vice-Presiden 
n Executive 


t—John W. Wood, President— 
ttee 


LEFT TO RIGHT 


Miss Marguerite Koch, Mrs. 
thers, Mrs. R. 


J. G. carte, Mrs, F. N. Smi 
. Van Vranken, Mrs, 


he. B. Jarvis, Mrs. J. C. Caro- 
c. Chittenden 


days S Pages LEFT no RIGHT 


Mr. Binks, of Binks & Shaw, Ottawa, C 
ton, etary 


of Northern; J. A. Swinner- 
n, Manager yn al 


3; A. G. 
of sSobtines tanh Ch Clinton C, Ayres, 





Liberty, was there, and gave his usual 
interesting exhibition of swimming. At 
one time, quite to the amusement of 
the bathers, Mrs. Gray, cantioned him’ 


Mater.. The roster last week contained 
A. G@. Martin, Northern; J. A. Swinner- 
ton, Continental; T. L. Farquhar, New- 
ark; Percy Ling, North British & Mer- 
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F. M. Smalley, Glens Falls, and W. M. ity throughout the United States, were whole 


Patton, Automobile of Hartford. 


“Americans” Win Ball Game 


The baseball game played between 
the American and Foreign teams was 
a perfect exhibition of the national 
pastime as played this year in the big 
leagues. The score was 10 to 9, with 
the American team on the long end, 
and was not without its hair-raising 
home run clout. Speaking about home 
runs, when Miller who pitched for the 
foreign team, and at his first time at 
bat clouted out a sizzling four-base 
drive, he came across the home plate 
puffing like the wake of bombing air- 
plane, gulping between gasps that there 
ought to be a law passed prohibiting 
a base runer from going more than one 
base at a time no matter how far the 
ball was hit, and provision should be 
made for suitable resting retreats on or 
near the base paths and time called for 
the runner to get in a few licks of 
ozone. 

Oh, yes, Frank L. Curtis, Esquire, 
long trained in the art of acting as 
arbiter of diamond disputes, was the 
umpire. The game was called at the 
end of the seyenth inning to permit the 
players of both teams to argue for and 
against the umpire’s decisions before 
the game was finally written into the 
records. 





AGENTS’ QUALIFICATION BILL UP 





Underwriters 
and National Association of 
Agents Confer 





Satisfactory conferences over the 
draft of an agents’ qualification - bill, 


held Friday of last week between com- er, th 
mittees of the National Board of lire 


compa 
Underwriters and the National Associa- servic 
tion of Insurance Agents. Slight modi kers ¢ 
fications of the measure, which was of the 
prepared by the agents’ association, newal 
were suggested and there was a gen- lp 
eral exchange of views and suggestions, ive j pl 
but no serious differences developed and will p 
the cordial relations existing between tory t 
the two organizations was manifest of you 
throughout. we ha 
Among those present were John B. and « 
Morton, president. of the National msura 
Board; C. A. Ludlum, vice-president of wher 
the Home; Fred J. Cox, president of the Pleasé 
National Association; Walter H. Ben- er 
rett, secretary; E. M. Allen, Helena, wy vn 
Ark.; Craig Belk, Houston, Tex., and de 
A. G. Chapman, Louisville, Ky. The a € 
agents’ conference committee will next 


take up the bill in conference with a 
committee appointed for the purpose by 
the National Convention of Insurance 
Commissioners, who already have ap- 


proved its general principles. The 
measure is now in the form .n which i 
will be presented.to the annual meet- 
ing of the agents’ association in Los 


Angeles. 


Arrangements for this annual meet- 
ing, to be held the week of September 
12, were discussed at a meeting of the 
executive, conference and finance com- 
mittees of the National Association 
held at the Waldorf-Astoria last, week 
Committee meetings and get- toget ler 
rallies will be held Monday and Tues- 
day, with a banquet Tuesday evening 
and the regular session will open Wed- 
nesday and continue through Thursday 





and Friday. 
INSURANCE CO., LTD. 
OF YORK, ENGLAND 


THE YORKSHI ieee 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, ~ ellos en RIOT 
AND EXPLOSION INSURANC 

U. S. BRANCH, 80 Maiden Lane, New oohe 

United States Managers. ERNEST B. BOYD, Underwriting Mer. | 
Asst. Manager. WALLACE KELLY, Branch Secretary. 


FRANK & DUBOIS, 
FRANK B. MARTIN, 
Assets, $2,743,342.03 





Liabilities, $1,644,822.39 Surplus, $1,098,519.64 
DEPARTMENT MANAGERS: 
METROPOLITAN ............-.05- Willard S. Brown & Co...:........ New York, N. Y. 
WE CMRMEE | o. cscccksoscctsc BECUIOND TONG cscs viene cnsctveiss San Francisco, Cal 
CAR PNA VIRGRIA SENS: RNG ME IG di Fak poadhadéscicas’ Greensboro, N. C. 
SOUTHEASTERN ..............+. Dargan & Turmer................... Atlanta, Ga. 
LA. & MISSISSIPPI.............. James. Bit ROG Naa 3 se ie New Orleans, La. 













Underhill & McClure 


General}tAgents' 








Representing 
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Issues Auto Fire and 
Theft Questionnaire 


os 


BROKERS AND AGENTS REPLY 





E. H. Morrill, of Aetna, Gains Co- 
operation in Showing Public Change 
From Valued to Non-Valued 
Form 





In order to learn the views of bro- 
kers and agents as to the most effect- 
ive means of bringing to the attention 
of automobile policyholders the non- 
valued renewal of the valued form of 
policy the following “Questionnaire re 
Auto Fire and Theft,” accompanied by 
an explanatory service bulletin, has 
been circulated by E. H. Morrill, Jr., 
manager of the brokerage and agency 
department of the Aetna. 

The service bulletin to brokers and 
agents reads as follow: “Re Nonvalued 
Auto Fire and Theft Coverage’—On 
May 1 the valued form of automobile 
fire and theft policy was generally dis- 
continued for reasons that on the 
whole are to the interests of the own- 
er, the insurance fraternity and the 
companies. We believe that a duty of 
service falls to companies and to bro- 
kers and agents to call the attention 
of the assured_to the fact that the re- 
newal of his valued form policy will 
be furnished on the Non-Valued form. 
This office desires to adopt such serv- 
ice plans in the above connection as 
will prove most practical and satisfac- 
tory to all concerned. An expression 
of your opinion will be appreciated, as 
we have in the past received valuable 
and constructive assistance from the 
insurance fraternity in many cases 
where suggestions have reached us. 
Please use the enclosed blank, which 
will be found self-explanatory. 

“The broker can be of real assistance 
by giving careful consideration to the 
question of values, recommending to 
his client an amount that will fairly 


represent the cash value of the car 
during the policy year. In the inter- 
ests of satisfaction in claim service ex- 
cessive amounts of insurance should 
be discouraged, with which statement 
we are sure you agree.” 

Three questions are propounded in 
the questionnaire, as follows: 

1—Should the company prepare a 
sticker for attaching to the outside of 
the policy (space being left for bro- 
ker’s name) or 

2.—Should the notice to the policy- 
holder be printed in red across the 
outside of the policy? 

3.—Can you suggest any improve- 
ment in the wording of the following? 

NOTICE TO POLICYHOLDER 
This is a NON-VALUED policy. 
Payment of loss is based on the 

ACTUAL CASH VALUE of the prop- 

erty at the time of loss. 

Mr. Morrill informs The Eastern Un- 
derwriter that out of several hundred 
returns two to one brokers voted in 
favor of suggestion 2 on the question- 
naire as compared with suggestion 1. 
The bulletin and questionnaire were 
sent out with two ends in view. Mr. 
Morrill goes on to say: 

“We feel that the companies should 
do all possible to familiarize the insur- 
ance fraternity with automobile insur 
ance conditions, which have as you 
know brought about many recent im- 
portant changes in underwriting as 
well as rating, particularly as respects 
the present general policy of writing 
Non-Valued Fire and Theft cover in- 
stead of Valued. Brokers and agents 
in adapting themselves and their busi- 
ness to this change will, in the main, 
find it necessary to re-educate their 
clients to insuring for lesser amounts 
under Non-Valued policies than former- 
ly carried under Valued forms; other- 
wise, inevitable trouble in loss adjust- 
ments will follow for the broker and 
the companies. An amount represent- 
ing the fair value of the car with some 
regard also for probable continued fall- 
ing in the automobile market will be 
insisted upon by all responsible brokers. 























OUT TODAY!! 
THE INSURANCE ALMANAC 
FOR 1921 


The most convenient reference book on the market for the busy insur- 
ance man. Keep a copy on your desk within easy reach and refer to it 
whenever you want an odd bit of information pertaining to the business. 
WORKMEN’S COMPENSATION LAWS 
INHERITANCE TAX LAWS 


Summaries by States, specially prepared for the use of insurance men. 


COMPANY INFORMATION 
Covering all kinds of insurance. Officers, Directors, Territory Covered, 
and Lines Written. Statistics, Lloyds, Inter-Insurers, Underwriters’ 
Agencies, etc. New Companies and those which have ceased business. 
ASSOCIATIONS OF UNDERWRITERS 


National, State and Local. Who’s Who, What they are, where and when 
they meet. Companies belonging to Unions and Bureaus, and other 


Associations. 
THE STATE 


Legal Information, etc. Governors, Insurance Department Officials, etc. 
Dates of forthcoming Legislative Sessions. New Laws enacted by the 
last Legislatures. Statutory Requirements in the different States. States 
having particular laws—Anti-Compact, Standard Policy, etc. Fire 
Marshals, Salvage Corps, Fire Prevention Associations, etc. 


WHO’S WHO IN INSURANCE 
Biographical sketches of prominent insurance men. 


AGENCY DIRECTORY 


An alphabetical list of the leading policy-writing agents in cities of 
100,000 and over in the United States, giving names, addresses, and 
telephone numbers. 


“If you don’t know, look in the Almanac” 


Send Two Dollars, this ad and your address to 


The Weekly Wnderwriter 


Eighty Maiden Lane, New York, N. Y. 


























































Norwich Union Fire Insurance Society Limited 


59 John Street, New York 


J. Montgomery Hare 
William Hare 
Managers 


J. F. Van Riper, Branch Secretary 
J. H. Burger, Supt. of Agencies 
O. F. Gant, Asst. Supt. of Agencies 


Local Department, 100 William St, 


E. F. Schleyer, Secretary Metropoli- 
tan District 

Oliver Bennett, Asst. Secretary Met- 
ropolitan District 


Norwich Union Indemnity Company 


45 John Street, New York 
W. G. Falconer, President 


J. G. Mays, Secretary 


Agents who sell Norwich Union policies are offering 


their patrons contracts upon which they can rely. The 
Norwich Union has won its prestige by over a centu- 
ry’s demonstration of this fact. 


In Union There Is Strength—In Norwich Union There Is Strength Plus Security And Service 


Fire, Tornado, Automobile, Sprinkler Leakage, Use and Occupancy, Rents, Explo- 


sion, Riot and Civil Commotion, Tourist Baggage and all forms of Casualty Insurance. 































18 


THE EASTERN 


UNDERWRITER. 


July 22, 1991 











A. G. McIlwaine, U. S. Manager London & 
Lancashire, Discusses Present Situation in 
Underwriting and Gives Instructions 
to Special Agency Corps 








One of ‘the “most successful under- 
writers. in America is Archibald G. 
Mcllwaine, United States manager of the 
London & Lancashire group. Mr. Mcll- 
waine’s views on insuronce subjects have 
frequently been sought by insurance news- 
paper men, who knew that the underwrit- 
ing fraternity would be greatly interested 
in such an article, but he has been a hard 
subject to interview. Mr. McIlwaine has 
finally broken his silence, however, and 
this was dove in an address which he 
delivered to field men of the Company 
gathered in Hartford. So successful was 
the address that a request came asking 
him to deliver it before Western field men 
in Chicago; and the chairman of the 
London & Lancashire board has recently 
mailed copies of the address to various 
parts of the world. A copy has been ob- 
tained by The Eastern Underwriter and 
it will be published in two issues. 

After the introduction in which he dis- 
cussed readjustment of the abnormal con- 
ditions engendered by the World War 
Mr. McIlwaine said: 

The great increase in the volume of 
insurance premiums so manifest the 
past three years was due to three 
causes—increased production, inflated 
values and development of what has 
been termed “Side Lines’; all. due to 
wartime conditions, the last largely 
artificial, nurtured by the vicious “cost 
plus” expedient to speed up production. 
This being so, the excess over normal 
increase must of necessity be more or 
less ephemeral, and so to wane and 
ultimately to vanish. 

Our income must be kept up; even 
increased to some slight extent, but with 


no deterioration in quality. Having in 
mind the backward swing of the pendu- 
lum just referred to, and in my fore- 
cast of the time it would be upon us, 
we did not allow ourselves to become 
infected by the hysteria of premium 
pursuit for premiums’ sake, for I did 
not believe there would be time for di- 
gestion before reaction set in. The re- 
sult of this maintenance of the Com- 
pany’s wise policy of small but steady 
annual increase of premium income, 
despite all alluring temptation of “easy 
money,” is that you have no accruing 
deficit of menacing proportion to over- 
come, and the Company has no surfeit 
to digest on a falling market. 


Moral Hazard 


It is as true as human nature itself 
that this readjustment through which 
the country is going could not pass 
without creating an increase in those 
causes of fires we know generally as 
moral hazard, 

As you know, moral hazard does not 
cover exclusively those fires which we 
have reason to suspect have actually 
been set by the individual himself, but 
in a very much larger sense and to a 
very much greater degree the term 
covers those causes of fires that lie in 
poorer, sometimes deliberately poorer, 
housekeeping in its many variations. 
To my mind, it is in this latter sub- 
division of moral hazard that our great- 
est danger lies. 

In studying the situation by the light 
of the secular press and advertisements 
running in the daily papers, it would 
seem that the manufacturers and whole- 














salers have disposed of their product to 
the retailers, and the burden of accept- 
ing the loss that comes from lower 
prices is more intimately the problem 
of the last. 

It is quite obvious: that the retailer. 
having stocked up at the higher prices, 
“peak prices” so-called, that have ob- 
tained the past two or three years, is 
confronted with the disinclination of 
the public to buy at the prices neces- 
sary to bring him out whole. The re- 
tailer will find it very difficult to move 
his stock, and, to use an old saying, he 
will find himself “between the devil and 
the deep sea.” Therefore, it is incum- 
bent upon us, and particularly upon you 
field men, who are more intimately in 
touch locally with the source of our of- 
ferings, to investigate carefully any new 
offerings upon retail stocks, or upon 
those stocks where the retailer has sub- 
stantially expanded his operations dur- 
ing the past two or three years. 

Watch All Lines 


Do not fail, however, to keep a watch- 
ful eye out for the manufacturer or 
jobber who, through some fortuitous 
circumstance, has been caught with a 
heavy stock of the old “peak price” 
vintage. 

In this connection, it is particularly 
incumbent to scrutinize all offerings of 
use and occupancy; analyze the basis 
of adjustment prescribed by the form 
of policy, and consider well whether an 
undesirable “U. & O.” offering might 


Wood-Fourth Insurance Agency 
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C. M. LOWRIE, Pres. 
JOS. WINGERSON, Sec’y. 
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EDW. A. LOGUE, Vice-Pres. 
H. C. NIEHAUS, Treas. 
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render a direct fire line, if we have 
such, undesirable too. 

Having stated to you, rather broadly 
.t is true, the situation, naturally yoy 
expect me to prescribe something in 
the way of a remedy, and that remedy 
{ offer you in a few words—indusiry 
application and the exercise of sound 
judgment. 

in applying industry, I cannot justify 
in my own mind making either the 
maintenance of our imcome or the 
scrutiny of the moral hazard secondary 
une to the other, as in my opinion they 
are of equal importance and shou!d at 
all times be borne in mind equally by 
you in studying the problems of your 
various fields. 

Without the “naming of names” or 


making any invidious references, there 
will occur to you readily enough the 
identity of a number of our associates 
and competitors who have made heavy 
drives for increase of premium income 
and have acquired very large volume of 
premium from all sources during the 


past two or three years. 
In the business conditions existing, 


the volume of premiums in the United 
States is going to show a very material 
reduction. This will be quite patent to 
you when you reflect that while, of 


course, there was increased production, 
the real cause of the increase in pre- 
miums lay in the tremendously in- 
creased values; particularly in those 
staples which this country produced 
such as cotton, tobacco, wheat, etc, 
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and which are now quoted at perhaps 
one-half to one-third of what they were 
during the past two or three years. 


An Interesting Observation About 
Side Lines 


Another very pronounced item of de- 
cline in premium is going to come from 
the fact that the manufacturers of all 
kinds who were producing war material 
upon the basis of cost plus a percent- 
age of profit, will not relish the present 
conditions, wherein all kinds of insur- 
ance, particularly those which I have 
termed side lines, will not be paid for 
by others; nor will they reap the 10 
per cent profit which accrued under the 
old arrangement, even upon the pre- 
miums paid for such insurances. Hence, 
these side lines will largely disappear. 

Therefore, you are going to have the 
sight of the companies referred to, mak- 
ing strong effort to keep up their pre- 
mium income, and this invariably leads, 
so my experience has shown, to a lower- 
ing of the standards of acceptance. This 
is going to result in pressure on you 
from your agents to. carry sub-standard 
risks because other companies are ac- 
tively soliciting such. Exactly to tite 
extent you resist successfully such ap- 
peals, do you justify my confidence in 
you. 

In this hysterical campaign for pre- 
miums, companies who are conducting 
such a campaign will naturally turn to 
the large cities first, for there the 
volume of premium is more readily 
come at. Just to the extent they con- 
duct their campaign in the cities, are 
they likely to neglect the smaller 
places. This being reasonably so, I 
think it would be well for us, while not 
neglecting our plant in the large citie:, 
t» make an intensive drive to fortify 
our small town portfulio. 

In order to assist our good agents, we 
have increased our 1e-insurance faci.i- 
ties through our freaty connect.ois 
or é-third, so that nauw we are able to 
cede to our treaty companies four and 
cne-half times our own net retention. 


Increases Re-insurance Facilities 


It is my desire that this additional re- 
insurance facility be used legitimately; 
and being used “legitimately” does not 
lie simply in taking on added lines in- 
discriminately, that they might be 
passed on to our 1¢-insurers On the 
contrary, such use of it would be »usi- 
tively harmful. 

In the years prior te the Worid War, 
some twenty years av a matter of fact, 
we relied chiefly apon one company 
for our re+insurance facilities, and even 
then, as a matter of prudence, we did 
not use it to its full capacity in the 
congested districts of larger cities, fear- 
ing that its operations through other 
treaties than ours might result in such 
a large liability to it that in the event 
of a conflagration, instead of being an 
element of strength to us, it might be 
a source of weakness. 

When the war came upon us, involv- 
ing as it did difficulties of communica- 
tion with its Head Office, we substitut- 
ed a new treaty whereby our liability 
was divided between two companies. 
Recently, having in mind the tremen- 
dous rate of exchange which depreciat- 
ed all foreign currency, I could not 
avoid thought of the possibilities that 
might lie in a large conflagration which 
would necessitate the remitting of large 
sums to this country, which, in view of 
this difference in exchange, would be 
most burdensome to our reinsurers. 
With this in mind, amongst other rea- 
sons, we have added a third company 
to help bear our re-insuarnce burdens, 
so that now we are in a position to 
accept larger aggregate liability in the 
congested districts, subject, of course, 
to the principles of sound underwriting, 
Without necessarily increasing our own 
liability. 

In the large cities, this additional re- 
insurance facility would be used to the 
best advantage by increasing lines upon 
our agents’ own direct business, not 
only in the congested districts, but in 
connection with the outside risks upon 
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which they need large lines; it might, 
under proper consideration, be utilized 
to help those lines that come to our 
agents from intimate broker connec- 
tions. 

You will appreciate, of course, that 
these re-insurance facilities should not 
be utilized for re-insurance of other 
companies in the conditions just men- 
tioned, where it would simply have the 
effect of artificially increasing our re- 
ceipts and at the same time bearing 
the burdens of our competitors in diffi- 
cult situations. 

Properly utilized, this additional facil- 
ity should go a long way towards sis- 
taining the standard of value of our 
companies to our agents in the large 
cities, so that there should not be any 
complaint of lack of service. 


Agents’ Commissions 

In the small towns, of course, this 
additional facility is not of such great 
value except on special hazards con- 
trolled by our agents or placed with 
them by some other agent. 


In small 


places where special hazards are not 
large in number, it will be in order, 
upon acceptable risks, to be a little 
more liberal in using our re-insurance 
facilities for brokered lines. 

In dealing with the situation in the 
smaller places, I wish you to have in 
mind the possibility of establishing sole 
agencies where we will write all of the 
acceptable otferings of the agency. 

The need for economy upon the part 
of the agent is unmistakable, for unless 
I am radically mistaken, there is going 
to be no increase in agents’ commis- 
sions. Therefore, the need for economy 
in the conduct of a local agent’s busi- 
ness is paramount, and it is clear that 
one phase of economy would be accom- 
plished by dealing with but one com- 
pany, thus minimizing the labor item. 

In the study of your field, there will 
occur to you, no doubt, places where 
the business is desirable, and where, 
possibly, such an arrangement could be 
made, and it is to such places that I 
direct your careful study, and then con- 
ference with us at this office. 
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“America Fore” 


American Institutions 


for American People 


Co-operation 
American banking, 
American manufacturing, American labor, 
and American insurance—patriotic co-oper- 
ation of all American enterprise is to the best 
advantage of the United States today and 
will best build the foundation of future op- 
portunity -for the coming generations of 
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You will notice that I say sole agents, 


and not salaried agents. While I as- 
sume you are familiar with the differ- 
ence, I will point out that a sole agent 
is one representing no other company, 
but whose compensation is at the Union 
scale of commission. A salaried agent, 
on the other hand, is one representing 
no other company but compensated by a 
salary rather than by a commission, al- 
though, of course, the salary is based 
upon some idea of commission. 

Referring briefly to the question of 
moral hazard, there is no hard and fast 
line that I can lay down for you to 
determine its existence, but in the 
scrutiny of risks you must rely in a 
very large measure upon your agents’ 
knowledge and your own judgment; 
bearing in mind, however, to scrutinize 
very closely those who have started in 
business in the last two or three years. 
In this last connection, I may say thata 
somewhat hasty study of our losses 
shows a disproportionately large num- 
ber upon those merchants and others 
who have started in business since the 
first of January, 1918. 


Once more I must impress upon you 
my idea of increased production. With 
you gentlemen, who are brain workers 
and not manual laborers, increased pro- 
duction does not take the form of a 
longer number of hours merely, but 
takes the form of an intellectual speed- 
ing up, greater thoughtfulness, keener 
analysis, increased thoroughness, closer 
co-operation with, and prompt reports 
to, this office. 

This includes a keener analysis of our 
loss reports that come to our hands 
from the adjusters, (whether the Bu- 
reau or an independent adjuster) that 
by the light of the adjustment might 
be determined whether or not we should 
have had the risk; whether or not the 
adjustment has been effected at equit- 
able prices, and whether the adjust- 
ment, as a whole, has been made in a 
competent manner. If the report of the 
adjuster does not clear up these points, 
further information should be asked of 
him. 

This increased production lies also in 
an analysis of the financial responsibil- 
ity of our own agents, for it is uneco- 
nomic for us to spend any great amount 


"of time and money in collecting bal- 


ances from agents who either will not 
or cannot pay what is due. 

I want you to go over your agency list 
and grade your agents as to their de- 
sirability from the manner in which 
they pay balances. In this connection, 
you have magnificent indication in the 
comparative statements furnished to 
you monthly from this office, which 
show those agents who are chronically 
delinquent. 

I want the list, as disclosed by tie 
comparative statements, gone over by 
each of you regularly, and when it be- 
comes necessary to spend an undue 
amount of time in the collection of 
balances, and there does not seem to be 
hope of improvement, it is my desire 
that the agency be terminated and a 
better connection obtained in that par- 
ticular town. I appreciate that this 
cannot be done over night, but I want 
prompt and persistent effort to carry 
out my wishes in this direction. 

Just in proportion as you, our special 
agents, encompass the wishes of the 
Company I have tried to make clear to 
you, will you have brought to bear 
upon the entire subject what I have 
already indicated to you as needful— 
“industry, application and the exercise 
of sound judgment.” 





AGENCY INCORPORATES 


E. J. Ashwell & Co., a general insur- 
ance agency in Jamestown, N. Y., has 
been incorporated as E. J. Ashwell & 
Co., Inc. Mr. Ashwell continues as 
president. Addis B. Manley, formerly 
special agent for the Travelers in Drie, 
Pa., is secretary and Miss Lucy Bauer 
treasurer. The agency has been operat- 
ing successfully since 1916, 
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Newspaper Articles 
FIRST APPEARED ON SUNDAY 


Premiums on Down Grade; No In- 
creased Cost During War; Service 
Back of Indemnity 


The first of eight articles which will 
present to the general public the cor- 
rect viewpoint of fire insurance ap- 
peared in Sunday papers on July 17. 
It is signed by John B. Morton, prési- 
dent of the National Board; and bears 
the caption, “Giving a Thought To Fire 
Insurance—Conflagration Lessons—Pre- 
mium Rate on the Downgrade—Cust 
Not Increased During War Period— 
Service Back of Indemnity.” The arti- 
cle in full follows: 


Could a fire destroy the Borough of Man- 
hattan or Brooklyn in the New York City of 
to-day? 

Those who are responsible for the futures of 
the great stock fire insurance. companies con- 
stantiy ask that question of themselves as they 
keep in their minds fairly exact figures showing 
the amount of liability which wouid result from 
an uncontrollable fire. 

New York has more fireproof buildings than 
any other city in the worla. To us they mean 
fire barriers dividing the city—much as do 
fireproof division walis in some manufacturing 
plant, The ordinary blaze is smothered before 
it has a chance to assume alarming propor- 
tions, and yet a conflagration so great as to 
startle the world is always a possibility. 1 
am not an alarmist and therefore wish to 
emphasize the fact that there would have to 
be a most remarkable conspiracy of untoward 
fate and circumstance, betore such disaster 
could sweep New York. But—well, that’s our 
biggest problem, just the same, in New York 
as well as in every other city in the country. 

It has been my privilege to observe fire 
underwriting from the reconstruction days that 
followed the Civil War to the present when 
we are reacting from a world struggle that 
was for the protection of our very existence. 
It has been a pride and a satisfaction to me 
to know that alone of all the great modern 
business agencies, fire insurance companies have 
mot increased the cost of their services to the 
public in this period of high prices. Wuen 
the war was on and we were all readjusting 
ourselves to the higher costs of living, a 
temporary surcharge was made, but that in- 
crease of cost was only 10 per cent., and it 
remained in force only a few months. Ours 
is not a business of immediate results and we 
take our. risk today, but our profit, if any, 
may only be determined in the distant future. 

The average cost of fire insurance, however, 
is not only lower now than it was before the 
Great War, but it kept on going down auring 
the war when everything eise went up tom 
50 per cent. to 300 per cent, Perhaps your 
own rate did not change, but it is still true 
that the average cost was lowered. That too, 
in the face of a demand unprecedented in the 
history of the business due largely to tae 
enormous increase in values. Five insurance 
at least was one business where demand did 
not make for extortion or overcharge when tie 
pressure was on. 


The fire that gave birth to fire insurance 
as a business occurred in London, 1666. Tiis 
was a bit before my time, but I have observed 
at close range the results from the Chicago 
Fire of 1871, followed by the Boston co.hag.a- 
tion of 1872. Disastrous as they were to the 
companies of that day, the economic effect was 
small compared with the destruction in three 
days’ time of $350,000,000 of property in San 
Francisco in 1906. 

Do you recall what happened in 1907—the 


year after the San Francisco fire? Was there 
not a panic that tested us all? Such an 
enormous shifting of values could not be made 
without a severe reaction and the economists 
told us that the prime factor was the sudden 
withdrawal of over $200,000,000 from invest- 
ment by the stock fire insurance companies to 
pay their losses in San Francisco, 

Maybe this is a good moment to point out 
that fire insurance only indemnifies; it does 
not restore. That money paid out in San 
Francisco came from capital and surplus funds 
of stock fire insurance companies and from the 
pockets of their stockholders. To pay their 
losses there the companies had to cash in on 
their prime securities. Further, they had to 
call into their business about $90,000,000 of new 
money as a.result of that one conflagration. 
Despite all this the fatalities among companies 
occasioned by that catastrophe were negligible 
compared with those following the earlier 
Chicago and Boston conflagrations when wild- 
cat banks and wildcat insurance companies 
were numerous, There are few of that type in 
existence today; the insurance laws of all the 
states are too rigid and the public supervision 
is too close. 

The later conflagrations mentioned are only 
three of a score or more during my lifetime, 
each of which has taught its lesson, Their 
combined effect has been to lower the average 
cost of fire insurance to you! Sounds like 
an absurd statement, doesn’t it? And yet, 


literally, it is true, Conflagrations have taught 
us to urge you to erect better bulaings and 
adequately to sateguard them trom tre by 
every approved mechanical device, and by 
cleanliness and careful management, the induce- 
ment being to give you heavy credits in your 
premium rate when you follow our counsels. 
doday no architect of any great structure 
woula dream of beginning his pians witnout 
consulting the men behind the wnoie raung 
system of hre imsurance—the engineers w0 
specialize for us on how to prevenc and extim- 
guish hre and how to build to resist nre. 

All this is back of tne modern science of 
rating in fire imsuranmce whereby the msureu 
practically fixes his own premium rate ana i 
which his state, sectional and city conaitions 
have an important bearing. Katemaking 1s tue 
manufacturing end of tne business o: stock 
fire underwriting. 





WHY INSURE DISCOUNTS? 





Manufacturer Wonders Why Fictitious 
Values Are Covered and Whether 
Payments Are Made Accordingly 





Insurance is a business which often 
stumps the imagination of the unini- 
tiated. They cannot understand the 
science of underwriting, rate-making, 
scope of coverage and other details 
with which they come superficially in 
contact when securing protection. 
While in conversation Saturday with a 
representative of The Eastern Under- 
writer a Philadelphia manufacturer, 
shipping weekly textiles worth thou- 
sands of dollars from Philadelphia to 
New York by motor truck, asked this 
question: “Why do my brokers insist 
that I should insure my merchandise at 
the catalog value whereas all sales are 
made subject to certain discounts, and 
stolen goods recovered by the insurers 
cannot be sold in the open market at 
prices in excess of the sun insured for 
minus the discount? In case of loss I 
stand to receive more than the sale 
price because discounts given in con- 
sideration of quick settlements are cov- 
ered and the insurance companies pay 
customarily within a limited period 
after proof of loss is prepared.” 

Claims on this person’s policies to 
the amount of nearly $50,000 are out- 
standing and in process of settlement. 
If the insurers deduct the discoun: 
from the sum named in the policy the 
manufacturer will still be reimbursed 
for his loss, but will he not be paying 
premiums on _ fictitious values, on 
amounts greater than the market value 
of the goods? And if so, why? Like- 
wise, if the insurance companies will- 
ingly se.tle for the face value of the 
policy are they not inviting thefts and 
increasing the moral hazard? The 
amount written on the policy should 
approximate fairly the indemnity un- 
hesitatingly payable by the insurers in 
case of a total loss and the la ter sum 





“STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 
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should be the cash value of the goods 
on the day when the loss occurred, 
providing that can be determined. 
Again the theory governing marine in- 
surance, that of fixed values, comes 
into conflict with the practice in fire 
and automobile circles to use non- 
valued forms. 
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Best Stands By His 
Lockwood Testimony 


NOT WORRIED BY _ CRITICISM 


Insists Unearned Liability Too High, 
Making Annual Company State- 
ments Misrepresentative 





Alfred M. Best, who has been silent 
since the widespread criticism in com- 
pany and insurance newspaper offices 
greeted the testimony he gave before 
the Lockwood committee has issued a 
statement to his subscribers explaining 
what he said and completely publishing 
his testimony. He refuses to apologize 
for his testimony; denies that he was 
unfriendly to insurance interests; criti- 
cises the daily newspapers for the way 
they handled the testimony, and insists 
that unearned premium liability is too 
high. It was his testimony about the 
unearned liability which caused Unter- 
myer to start talking about “concealed 
profits.” 

Mr. Best says that the present sys- 
tem of setting up unearned premium 
liability is in exact compliance with 
the laws of the various states, but he 
regards it as more than adequate. The 
reason why the basis of calculating this 
unearned premium liability is incorrect 
is that the calculation is based upon 
the entire premium charged (less re- 
insurance), without any allowance for 
acquisition cost and overhead manage- 
ment expense, all, or practically all of 
which expense is paid at the time the 
policy is written. 


Best’s Suggestion 


His suggestion regarding proper way 
to keep reserve so as to show a com- 
pany’s condition “accurately” follows in 
brief: 

“We believe that a contingency or 
conflagration reserve should be main- 
tained by fire insurance companies, and 
that the requirements for the calcula- 
tion of the unearned premium liability 
should be reduced to but not below a 
point where the liability set up will be 
unquestionably adequate for the liqui- 
dation of the business or the re-insur- 
ance of the outstanding policies in an- 
other company. The sum of the two 
items—unearned premiums and con- 
tingeney, or conflagration, reserve — 
should be approximately the amount 
now set up as unearned premium lia- 
bility. A reasonable period of years 
should be allowed to new companies for 
the accumulation of the contingency 
or conflagration reserve at its maxi- 
mum percentage of the premiums in 
force; and all companies should bé-al- 
lowed a corresponding period for the 
restoration of the contingency reserve 
should the latter be depleted by con- 
flagration losses. Such a system would 
strengthen, and not weaken, the struc- 
ture. of fire insurance in this country, 
for it would provide a certain elasticity 
a0w lacking. It would show accurately 
the results of the business and do away 
with a fruitful source of criticism of,the 
insurance companies by the public — 
namely, the conflict between the state- 
ment so often made that the companies 
make little or no underwriting profit, 
and the payments of substantial but 
merited dividends by the better-man- 
aged companies. It would also mate- 
rially aid new companies in establish- 
ing themselves, they being the greatest 


sufferers from the application of the 
present laws relating to the calculation 
of the unearned premium liability; for 
the reason that the premiums collected 
by such new companies during their 
earlier years of operation are always 
insufficient to pay losses and expenses 
and in addition to set up the unearned 
premiums on the present high basis. 
‘. “This position is not new with us. 
We have been on record for many years 
as favoring such a change, in the in- 
terests of accurate accounting.” 





JUST AS UNFAIR AS EVER 





Daily Newspapers Take Buffalo Board’s 
Letter to Untermyer and Twist 
Its Meaning 





Following the action of the New York 
Fire Insurance Exchange in changing 
its rules the Buffalo Association of Fire 
Underwriters has taken similar action. 
The daily newspapers announced the 
fact in the same old way. “Buffalo 
Insurance Combine Dissolves. [Fire 
Underwriters Meet All Demands of 
Untermyer for Reform and Open Deal- 
ing,” is the way the “World” headlines 
the story. 

The Buffalo association has passed a 
resolution placing itself on record as 
being in favor of legislation “which may 
provide that all fire insurance rates and 
the manner in which the same are 
made and all the regulations and prac- 
tices of rating associations shall be sub- 
ject to the supervision and review of 
the Department of Insurance, provided 
that any party in interest shall be 
accorded the right of appeal to the 
courts on the merits from any decision 
of such superintendent.” 





HOW FAR DOES “BLANKET” REACH 





Keyport (N. J.) Five Mile and Half 
Away From Main Plant; Loss 
About $100,000 





The Aeromarine Plane & Motor Co., 
Keyport, N. J., which had a fire several 
months ago, had its property insured 
under a blanket form and was described 
as on their premises “at Keyport or 
Lockport,” (Lockport being a local des- 
ignation,) “in the neighborhood of Wal- 
nut Street.” Some distance away they 
alfo occupied what was known as the 
old Broadway Theater, which was the 
building that burned. The distance was 
a mile and a half. 

The question asked by adjusters is 
how “the vicinity of Walnut Street” 
can attach to.a policy on property a 
mile and a half away. The claim is 
$100,000. 





‘AGENTS’ COMMITTEE 

The personnel of two of the newly 
appointed committees of the New York 
State Association of Insurance Agents 
follows: 

Legislative—J. E. Poole, Albany; 
John L. Tiernon, Buffalo; A. J. Brom- 
ley, Utica; Frederick V. Bruns, Syra- 
cuse; Robert Gilmour, Schenectady; E. 
L. Haskell, Oneida; Le Grande Pellett, 
Newburgh. 

Company Conference.—Frank L. Gard- 
ner, Poughkeepsie; S. Carlisle Good- 
rich, Newburgh; Eugene A. Beach, Syra- 
cuse; Bert L. Amsden, Rochester; E. 
H. Warner, Buffalo; Frederick V. 
Bruns, Syracuse. . 





A. H. TRIMBLE, Prest. 


Capital $500,000.00 
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The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 


Why not make room in your agency for a conservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear jnspection for nearly half a century? 


Surplus to Policy Holders $981,011.90 
Assets $2,644,765.88 


EDWARD HEER, Sec’y and Treas. 








LIBERTY UNDERWRITERS OF NEW YORK 


Home Office: Squire Building, Eighty-one John St. 





in-Fact. 


Underwriters Subscriptions $525,000.00 


Local Agents with limited facilities can increase 
their underwriting capacity to a considerable extent 
by communicating with Squire Co., Inc., Attorney- 








New York City 











c. L. CASE MEMORIAL 


The following committee has been ap- 
pointed by Hugh R. Loudon, president 
of the New York Board of Fire Under- 
writers, to draft a suitable memorial on 
the late Charles Lyman Case: Charles 
H. Post, chairman; Elijah R. Kennedy, 
R. Emory Warfield, Clarence A. Lud- 
lum, and Wallace Reid. 





CHUBBS GET COMPANY 
Hendon and Percy Chubb, of Chubb 
& Son, have purchased the controlling 
interest in the U. S. Guarantee Co. It 
has $2,000,000 of assets. Recently the 
‘Chubb interests organized the Chubb & 
Son Indemnity Co. 





DISCUSS WILMINGTON RATES 


Representatives of Wilmington busi- 
ness and industrial concerns met in 
that city a few nights ago to discuss 
an increase in fire insurance rates. The 
increase has been criticised in business 
and newspaper circles. 





VISIT F. C. CALKINS 
Fred A. Hubbard, vice-president of 
the Hanover and W. A. Blodgett, of 
Fred S. James & Co., are in Jackson- 
ville, Fla., this week in conference with 
Fred C. Calkins, the well-known Jack- 
sonville general agent. 





BRAITHWAITE WITH BOSTON 


Harold G. Braithwaite, field represen- 
tative in Portland, Maine, for the New 
York Underwriters, will resign his place 
on August 15 to become associated as 
special agent of the Boston and Old 
Colony with headquarters in Portland. 
He will assist General Agent Alfred H. 
Mills in supervising the New England 
field with the exception of Connecticut. 





The Home of New York is meeting 
with success in its rain insurance de- 
partment. 
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Statement, January 1, 1921 


Cash Capital ....... $ 1,000,000.00 
BE naici sein tices 12,071,029.44 
Liabilities, including 

eS PE 8,565,072.02 


Net Surplus ....... 3,505,957.42 
Surplus to Policy 


nS ee ee een 4,505,957.42 


HEAD OFFICE 
10-717 SIXTH AVENUE, Cor. éist Street, 
NEW YORE 




















THIEVES HARD DRIVERS 

When stolen automobiles or auto 
trucks are recovered they are generally 
in poor condition. As evidence in sup- 
port of this, one of the prominent ad- 
justers on William Street has a piece 
of the brake band from the auto truck 
which figured in that high-handed rob- 
bery over in Jersey about three weeks 
ago. 

Because of the murder connected 
with that robbery, the papers gave it 
considerable publicity. But in spite of 
this the auto was not recovered until 
the thieves had finished with it. They 
drove it through the mountainous sec- 
tion of Jersey at such a reckless speed 
that the truck was practically unfit for 
further driving when it was found by 
the authorities. It had been equipped 
with a new brake band just before 
starting out on the day it was stolen, 
but it could hardly be called a band 
when the thieves got through driving. 
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The North River Ins. Co. N. Y. 
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Truck Underwriters 
Urge War Tactics 


CONVOYS WILL BE ORGANIZED 








Armed Guards in Swift Cars to Combat 
Banditti; Other Problems of Motor 
Haulage Insurance 





Depredations of bandits organized to 
prey upon trucks loaded with costly 
merchandise are becoming so numerous 
and successful and their activities so 
bold that the hauling companies, at the 
suggestion of underwriters, are plan- 
ning to adopt world war tactics to pro- 
tect their cargoes. Two defence plans 
have been proposed and one or both un- 
doubtedly will be carried out. The first 
is to organize all or as many as possible 
of the trucks making regular inter-city 
runs into convoys under the protection 
of armed parties in bullet-proof cars of 
high speed, and the other to equip such 
trucks as make the runs alone with 
special trained guards equipped with 
the most modern weapons, who shall be 
made directly responsible for the safe 
conveyance of whatever cargo may be 
aboard. 

The development of motor-truck de- 
livery of merchandise between cities 
has been so recent and rapid that the 
few insurance companies who have en- 
tered the field thus offered for under- 
writing enterprise have not yet had 
enough experience to enable them to 
standardize their practice in dealing 
with the many problems presented. It 
is still a guess and the question of 
what rates should be imposed with jus- 
tice to al] parties involved in the trans- 
action is largely a matter of individual 
judgment. 

Underwriters who have studied the 
problem have approached it from three 
angles in their surveys. In the first 
place they trace the development of the 
practice of shipping between cities by 
truck instead of by rail for extended 
distances from its inception less than 
a decade ago, through the war period, 
when it was largely expanded because 
of the railroad situation, up to the pres- 
ent, which finds hauling companies with 
big fleets of trucks firmly established 
in all the principal cities of the east, 
many of them running on regular sched- 
ule and transporting goods whose aggre- 
gate value in the course of a year runs 
up into the millions. 

This state of affairs develops two 
other angles: viz., an inquiry into the 
protection and care of roads and the 
construction of theit’ surfaces and of 
bridges to meet the increased strain put 
upon them by the heavy traffic; also the 
matter of limiting the weight of truck 
and load to conform to the capacity of 
roads and bridges. Here again is in- 
volved the securing of the co-operation 
of state, county and municipal authori- 
ties in the construction of heavier roads 
and bridges. Also it brings up the 
question as to whether trucks should be 
required to pay higher license fees than 
ordinary tourist cars. 

The third major point is that the 
shipper of merchandise by truck be- 
tween cities has struck into a new field 
involved in the protection from loss 
either from theft, the collision or upset 
of the vehicle, or its collapse on bridges 
or ferries, all of which risks were hard- 
ly considered in the days of short 
hauls. 

Leading in importance among the 
many inter-city truck lines established 
in the east are those between Néw York 
and Boston, Providence, Springfield and 
Waterbury, Conn., Philadelphia, Albany 
and Baltimore. From Philadelphia 
routes radiate to Baltimore, Washing- 
ton, Pittsburgh and Harrisburg. From 
several of the other cities named: run 
radiating lines also, with main lines 
between the larger cities. 

Few manufacturers have set up inter- 
city t uck lines of their own—the busi- 
ness is almost entirely in the hands of 
hauling companies. These have estab- 
lished set routes and even have set up 


regular schedules of runs quite in rail- 
road traffic fashion. Invariably they 
seek to build up a regular trade with a 
few big shippers rather than cater to a 
miscellaneous business which :would 
require the establishment of an “ex- 
press office.” By getting a cargo from 
one or two big shippers on each end of 
their run they are ensured of a profit- 
able business. 

The advantage to the shipper lies in 
quick deliveries and in the landing of 
their goods at their destination without 
the two or three extra handlings in- 
volved in freight’ transportation. In 
order to make the cartage profitable 
the hauling companies prefer trucks of 
from five to seven and a half ton capac- 
ity. Most of them are equipped with 
heavy van bodies which may be secure- 
ly locked. 

Nearly every shipment offers great 
temptation to thieves, and in the case of 
the shipment of silk or of articles made 
of silk it is not uncommon for one con- 
signment to carry a value of from $20,- 
600 to $25,000. In most-cases the truck- 
men assume liability for the safety of the 
cargoes, and hence it is they who 
usually seek insurance to protect their 
legal liability. Where silk or other very 
valuable shipments are involved, how- 
ever, the shipper or manufacturer often 
prefers to carry the insurance them- 
selves so that they can recover direct, 
leaving the underwriter. to proceed 
against the truckman should the latter’s 
employes incur the charge of negli- 
gence. 

“Systematic thievery from trucks by 
well organized gangs has created a ser- 
ious problem for underwriters interest- 
ed in this inter-city haulage business,” 
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said Clarence H. Brown, of the loss de- 
partment of R. C. Rathbone & Son, 
New York brokers, in discussing a re- 
cent survey in which he participated. 
“Tt calls for more vigorous and up-to- 
date treatment. One plan under con- 
sideration by certain underwriters is to 
organize the truck owners insured by 
them into ‘certified haulers,’ the prin- 
ciple being to transport trucks in con- 
voys.” 

Mr. Brown then described the defense 
measures alluded to above. 

Discussing further the matter of road 
construction Mr. Brown said that the 
truck situation. was being met quite 
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generally by state and county officials 
who were gradually reconstructing or 
reinforcing roads and bridges to cop: 
with the increased traffic strain which 
they were not originally built to with 
stand. They also were posting the 
weight-sustaining capacity of bridges 
This was particularly true in New 
Jersey where the law limits the weight 
of any truck and load combined to 26, 
000 lbs., or about 13 tons. And since 
Motor Vehicle Inspector Commissioner 
W. L. Dill is right on the job all truck- 
men are careful to comply with the law 
while in New Jersey. 

The chief trouble with roads and 
bridges comes in territories controlled 
by townships and smaller municipali- 
ties, not having been taken over by 
state. In many cases these fail to post 
the capacity of bridges and it is not 
uncommon for trucks to break through 
weak structures which drivers would 
have made detours to avoid had their 
capacity been displayed. Underwriters 
who have paid losses in such cases have 
lodged claims against such municipali- 
ties but as yet the outcome is somewhat 
in doubt. It is being brought home to 
highway officials, however, that if 
bridges were properly posted on a warn- 
ing signboard truckmen who might 
damage the structures by a truck and 
load exceeding its capacity would be 
liable for the damage to the bridge as 
well as to their own truck and its cargo. 
Unless otherwise posted bridge is sup- 
Posed to sustain the traffic of the high- 
way. With the capacity plainly shown 
the authorities are relieved of respon- 
sibility. 

The method usually followed by un- 
derwriters in figuring rates on this class 
of insurance is to fix a limit of liability 
cn each truck. A deposit premium is 
collected, figured usually on this, limit 
of liability multiplied by the number of 
trucks operated, the deposit rate rang- 
ing from 1 to 3 per cent. The final 
premium is adjusted at the end of the 
year on the actual value of the merchan- 
dise carted at a cost of anywhere from 
4 to 12 per cent of $1,000 of value, de- 
pending on the merchandise hauled. 





PHILADELPHIA CHANGES 


The following transfers of agency 
connections have been made in Phila- 
delphia: Columbia National Fire; C. L. 
Harper & Co. to American Insurance 
Agency Company: Phoenix Underwrit- 
ers; Jno. W. Buckman Estate, Inc. to 
Hutchinson, Rivinus & Co.; Imperial 
Assurance; Edw. A. Miller to Jno. W. 
Buckman Estate Inc. The Eastern 
Fire has withdrawn from the James S. 
Ifill agency. Buckley & Meade have 
been appointed agents for the Heury 
Clay Fire. 





WRITES AIRCRAFT LINES 
Henry W. Ives & Co. of New York 
now has facilities for writing aircraft 
accident insurance covering personal 
injuries, property damage, legal liabi!- 
ity, and fire and collision. 
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More Light is Shed On 
Auto Risk Conditions 


OFFICIALS TELL SITUATION 





Volume Fairly Well Sustained, But 
Losses Due to Moral Hazard Are 
Still Steadily on Increase 





+. 

| Information as to the present condi- 
tion of the automobile insurance busi- 
mess, secured in the form of statements 
from leading agents and brokers and 
from some of the company officials, 
which were published in last week’s 
issue of The Eastern Underwriter, has 
aroused much interest. Following are 
ther contributions to the symposium 
which were crowded out of last week’s 
Issue: , 


Favors Three-Quarters Loss Clause 


|G. W. Schepner, Northern Assurance, 
ays: We closed our metropolitan auto- 
obile agency last June and so have no 
ew York experience to discuss. Our 
ut-of-town business is slightly behind 
st year’s volume as to premium in- 
ome. Losses continue to get worse, 
specially:as regards fire and theft. The 
oral hazard looms big and suspicious 
ases are many. We have recovered 
bout 10 stolen cars in the last six 
onthgpy ; 
Hardly any locked cars have been 
toleny byt some equipped with locking 
evices, but not locked, have figured 
the losses. 
Our experience convinces me full col- 
sion should be cut out, it meaning 
imply the wpkeep of cars. We favor 
0 and $100 deductible and believe the 
ree-quarter loss clause in vogue in the 
est would be a good thing here on 
re and theft coverage and result in a 
duction in rate. Auto owners with 
00 or $400 interest in their cars would 
en pay a dollar for garage shelter 
instead of leaving their machines at the 
rb while they are attending a theater. 
Home Insurance Co.: Curtailment of 
erations by small companies in vari- 
s sections of the country, some of 
hich are abandoning automobile busi- 
s entirely, is bringing this company 
uch new business, although we take 
ly the best of such offerings and 
ake very careful investigation. 
anks to this and other causes we are 
nning considerably ahead of last year 
if volume of acceptances. Our losses 
cOntinue heavy, the fire and theft sit- 
uation growing progressively worse 
i New York as the chief trouble cen- 




















iThe number of cars stolen this year 
tdtal about 170 if you count those tak- 
e@ for a night’s joyride and recovered 
next day—otherwise put it down at 150. 

irty recoveries, including the “over- 
nights,” appear on the credit side. 
en of the stolen cars were equipped 
with locking devices, one of which, al- 
though approved, is failing to foil the 
cleverer class of thieves. 


Competition from mutuals is now at 
a minimum, complaints from agents as 
to their activity being less than for a 
long time. : 

We are not hearing much criticism 
as to rates, except for agitation in Okla- 
homa against the “three-quarters rule” 
recently imposed by the conference 
companies and which requires the in- 
sured to bear one quarier of the loss 
in case of theft. This rule has been in 
effect in Chicago and Cook County for 
some time. 

Great American: Our premium vol- 
ume is well ahead of last year. Losses 
are fairly heavy, this being due to the 
moral hazard shown by an increase of 
thefts over the first six months of 1920. 
Recoveries are very few in comparison 
with the number stolen. 

Locking devices are a real deterrent, 
few of the cars stolen being thus 
equipped. One approved device is not 
proving satisfactory and underwriters 
will probably demand a retest by the 
laboratory. Mutuals are busy in a few 
places, including Philadelphia and 
Pittsburgh, but are not bothering us 
much. 

As to dissatisfaction over rates I be- 
lieve this can never be allayed so long 
as the present form of contract is used. 
As a matter of fact it is a marine con- 
tract based upon the idea that the 
property is not in the assured’s control 
—whereas an automobile most assured- 
ly is under such control. Under such 
a contract it is possible for a crook 
to get away with murder. 





GIVES FIRE WARNING 





Novel Device Works Like Alarm Clock; 
Spring Released by Heat; Easily 
Installed 





The Fireklok is a new device, re- 
cently placed on the market by the 
Pyrene Manufacturing Company of 
New York, manufacturer of the Pyrene 
Fire Extinguisher. 

Fireklok is an automatic alarm which 
gives instant warning of fire. It is 
hung above any danger spot, and the 
minute fire starts the gong rings loud 
and clear for four minutes. A small 
blaze quickly raises the ceiling tem- 
perature to 165 degrees, at which tem- 
perature the link on the Fireklok fuses, 
releasing the powerful spring that op- 
erates:the gong. fFireklok will give 
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the alarm in ample time to put out the 
fire with a hand fire extinguisher. 

There is no installation expense con- 
nected with Fireklok. Tt is simply 
hung on the wall or pillar near the 
ceiling. After a fire a new link can be 
supplied and the gong rewound, mak- 
ing it ready for duty again. The Fire- 
klok is five inches in diameter, nickel 
plated, and weighs about two pounds. 
It is strongly constructed, needs no 
attention after it is installed, is de- 
signed for the protection of homes and 
all buildings where there is danger of 
fire. It should be hung near heating 
or drying apparatus, near accumula- 
tions of inflammable materials and 
where there is danger of spontaneous 
ignition. 

Many Firekloks have already beea 





installed by railroad companies, steam- 
boat companies, manufacturers, schools, 
hospitals and home-owners. It is an 
article which can be well used by the 
largest industries, and at the same 
time is low enough in price to be avail- 
ble for the protection of homes. 
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BRITISH AMERICA 


ASSURANCE Co. 


Incorporated 1833 


Toronto, Canada 


Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes 


Statement, January 1, 1920 


ROE a ivhscineed nasi ves reoes $2,297 350.46 
pS gg PR AS Pi 1,517 850.59 
Surplus in United ‘States...... $ 779,499.87 


Total losses paid in United 
States from 1874 to 1919, 
RE Be POR BFF $26,935 ,071.80 


W. B. MEIKLE, Pres. & Gen. Mer. 
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OPPORTUNITY 


Large Insurance Brokerage Or- 
ganization with branches in every 
insurance market of the world and 
handling insurance of any nature 
whatsoever with engineering and 
advisory departments offers un- 
heard of proposition to high-class 
solicitors or brokers now controll- 
ing firm business or high class 
men well connected, married men 
or those with dependents prefer- 
red, located anywhere in the 
United States or Canada. In an- 
swering, give full particulars, in- 
cluding clientele. ddress, Box 
H. B., care of The Eastern Under- 
writer. 
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BROKERS- 


Representative 


A combination of real S-E-R-V-I-C-E. 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov Wash. - Northern - Agric.-G. Falls- 
Niag -Great Am.-Home. 


CLINTON J. AYRES 


70 Main Street 
SARANAC LAKE, N. Y. 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1882. 


The ceal strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD Vice-President 
CHARLES W. HIGLEY, Vice-President 
E. 8. JARVIS Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


% WILLIAM STREET, NEW YORE 

















| 
| National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1921, to New York Insurance Department 


LIABILITIES 
I MN OUR ORM oid. cask chuntdeyscesvecebsedndepesescee $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Reserve, : 
i CNL © 5S chins uk) ouitins dune edhe tne stdncsssaeb chen conte 15,754,759.°8 
“ Unsettled Losses and Other Claims................000cceeecees 3.251,740.70 
Net Surplus over Capital and Liabilities..................+.... 6,1 eT) 
Total Assets January 1, 1921................. $27,111,498.98 


H. A, Smith, President S. T. Maxwell, Secretary 


R. M. Anderson, Asst. Sec’y 


F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary F, B. Seymour, Treasurer 
G. F. Cowee, Asst, Secretary 


SURPLUS TO POLICYHOLDERS............$8,604,998.40 
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New York Adjusters 
To Form Chapter 


COMPANY LOSS MEN ELIGIBLE 





Crisfield Reports for Committee; Gréup 
to Be Adjunct of Insurance Society ; 
Purpose Explained 





F. I. Crisfield, of the loss organiza- 
tion committee, made his report at a 
meeting last week. Adjusters and loss 
men gathered in the rooms of the In- 
surance Library and manifested muci 
interest in the suggestions of the com- 
mittee as read by Mr. Crisfield. 

It was voted that the organization 
should be called The Loss Adjusting 
Chapter of the Incurance Society of 
New York. Several members spoke re- 
garding the purpose of the chapter say- 
ing that it was the intention of the 
originators of the idea that such an 
organization would serve for open and 
frank discussion of problems pertain- 
img to the adjustment business; that 
the members could meet and exchange 
ideas and opinions; that the closer ac- 
quaintanceship which would develop 
among the members would do much 
to clear up any friction or little diffi- 
culties between men in the business 
who would otherwise be strangers to 
each other. 

No definite date was set for the elec- 
tion of officers, but it was voted to have 
the president of the Insurance Society 
appoint a committee to arrange for 
such a meeting in the Fall. At that 
time the question of membership— 
who is to be eligible—will be taken up. 

There is wisdom in forming an ad- 
justers’ group; such an organization as 
this one purposes to be is sure to bene- 
fit its membership. Frank discussion, 
a wide variety of opinions, old views 
from new angles—all will tend to 
broaden the scope of the adjuster’s 
vision. The intention of admitting 
eompany loss department men to mem- 
bership is a noteworthy one. The close 
contact between the loss department 
and the adjuster has always been rec- 
ognized and to bring men together 
from these two fields of work will re- 
dound to the benefit of both branches 
of insurance. 





DIVISION OF COMMISSIONS 





North Carolina Insurance Commission- 
er Issues Ruling For Benefit of 
Companies and Agents 





Stacey W. Wade, insurance commis- 
sioner of North Carolina; has issued 
the following statement and ruling: 

“Some misunderstanding appears to 
exist among the companies and agents 
as to the right of an agent to divide 
commissions with other agents not 
writing the same classes of insurance. 
It appears advisable, therefore, to issue 
the following ruling: 

“1. All insurance on property in thia 
State shall be issued under a policy 
separate and distinct from any policy 
covering persons or property located 
in any other State, and such policy 
shall be countersigned by a resident ag- 
ent of this State licensed for the com- 
pany issuing the policy. 

“2. Commissions on such policies 
may be divided with a resident agent 

,ef any other licensed company doing 
the same class of business as that cov- 
ered by such policy, or with a licensed 
non-resident broker, the latter to re- 
ceive not exceeding 5 per cent of the 
premiums. 

“3. Where it is desired by an agent 
to place a class of business not han- 
dled by his company with the agent of 
another company handling such busi- 
ness and receive a part of the com- 
missions, it is necessary that the agent 
placing such business shall secure a li- 
cense for the company with whom the 

_ business is placed before receiving any 
commissions thereon.” 


Simple Explanation Of 
80 Per Cent Clause 


AS USED BY WM. H. BURKHARDT 





Former New Jersey Rater Tells Story 
in Few Words on Small 
Card 





(Many men in the business say that 
there is nothing at all complicated 
about the 80 per cent coinsurance 
clause. Explanations put out are fre- 
quently unnecessarily long and serve 
rather to mystify than to enlighten the 
seeker of average or sub-average intelli- 
gence. In this connection William H. 
Burkhardt, of Wilson & Co., insurance 
brokers, Philadelphia, and formerly 
head of a rating bureau in New Jersey, 
hits the nail on the head with an ex- 
planation, which he has had printed on 
cards for the use of his clients. 

The 80 Per Cent Co-iInsurance Clause 


(The “reduced rate average” clause is 
the same thing) 

By having this clause put on your pol- 
icy, you simply guarantee to keep your 
property insured up to 80 per cent of its 
value. 

If you do keep insured up to 80 per 
cent your loss will be paid the same as 
though the clause was not there. If 
your loss is more than 80 per cent of 
the value of your property it would be 
paid the same as though the clause was 
not there. Otherwise you would not get 
the full amount of your loss. If you are 
insured for only 70 per cent, you get 
only % of the amount of your loss; if 
only 60 per cent insured you get only 
6-8 of the loss; if only 50 per cent in- 
sured, you only get % and so on. 

You always get the full amount of 
your loss unless you are short on your 
insurance. 





RETIREMENT FUND 





Fidelity & Deposit Company to Reward 
Faithful Officers and Employes; 
Liberal Provision 





The Fidelity & Deposit Company of 
Maryland has established a retirement 
fund for the benefit of its officers and 
employes. The company, through the 
action of its board of directors, author- 
ized its executive committee to arrange 
for the payment of allowances. The 


announcement of this plan is quoted | 


from Home Office Memorandum No. 7: 

“In recognition of the fact that the 
success of the Fidelity and Deposit 
Company of Maryland is due to a large 
extent to the faithful and efficient work 
of its officers-and employes and to en- 
courage and perpetuate honorable, effi- 
cient work in the future as well as to 
recognize common interests between 
the company and its officers and em- 
ployes; 

“Be it resolved that the executive 
committee of the company be and it is 
hereby authorized to provide for allow- 
ances during the pleasure of the com- 
pany to its officers and employes who, 
for old age or failure of health from 
any cause except vicious habits, shall 
become disabled, and unable to render 
further service; no one to become eli- 
gible to such an allowance unless he or 
she shall have rendered five years’ con- 
tinuous service, and no such allowance 
to exceed one-half the compensation re- 
ceived at the time of retirement.” 

To become eligible to such an allow- 
ance as is described above, the follow- 
ing information in the form of a sworn 
statement is required: 

(a) A detailed financial statement. 

(b) The names, addresses and ages 
of every person wholly or partially de- 
pendent for support upon the person 
making the statement. 

(c) Date of original employment with 
the company and total length of con- 
tinuous service, : 


— 




















THE LAW 


Relating To 


Automobile Insurance 


as stated and applied in the decisions con- 
cerning AUTOMOBILE FIRE — THEFT — | 
COLLISION—TRANSPORTATION and 
INDEMNITY 
insurance policies from the first reported 
case in 1908 to the latest in June, 1921, with 
analyses of the cases 


By JOHN SIMPSON 


The subjects treated cover every point 
which has arisen in the higher courts re- 
garding automobile insurance and include: 
Power to Write Automobile Insurance, 
Constitution of the Contract, Construction 
of Policies, Misrepresentations and Warran- 
ties, Valued Policies, Depreciation, Refor- 
mation and Cancellation, Proofs of Loss, 
Powers and Authority of Agents, Brokers 
and Adjusters, Arbitration, Appraisal and 
Award, Extent of Loss and Option to Repair. 
Subrogation, Dealers Policies, Reporting 
Fire Losses, What Constitutes Theft, Re- 
porting Theft Losses, Return of Recovered 
Automobiles, What Constitutes Collision, 
Losses in Transportation, Violations of Law 
by Insured, Settlements with Injured Per- 
sons, Interference with Negotiations and 
Suits, Notice of Accidents, Reference to 
Insurance in Negligent Actions, Actions and 
Defenses, Public Service Company Bonds, 
etc., etc. 
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Rumsey’s Comment 
Upon Root’s Opinion 


BROKERS’ 





PLEDGE ANALYZED 





Difference Between Agents and Brokers 
in Insurance Business Clearly 
Defined, Says Lawyer 





Henry Evans, chairman of the Under- 
writers’ Committee of Seven, appointed 
in connection with the Lockwood In- 
yestigation Committee, has received an 
opinion from David Rumsey in which 
the latter comments on the Exchange 
opinion given by Elihu Root on July 
8th, copy of which was printed in The 
Eastern Underwriter of last week. Mr. 
Root took the position that the Ex- 
change is within its rights in requiring 
and enforcing conditions in its Pledge 
1 and 2. 


Text of Rumsey Letter 


Mr. Rumsey’s letter follows: 

Dear Sir: I have read the opinion of 
Senator Root .rendered under date of 
July 8th, copy of which you sent to me 
for examination as counsel for the Com- 
mittee. I would agree fully with the 
legal conclusions reached by Senator 
Root if the facts were as he apparently 
has assumed them to be, that the so- 
called brokers Pledge No. 2 was made 
by agents in the employ of the com- 
panies instead of being made by bro- 
kers who derive their authority from 
and are agents of property owners who 
are purchasers of insurance instead uf 
the companies who are sellers of insur- 
ance. 

That Mr. Root has proceeded upon 
ihis assumption seems clear not only 
from his statement to that effect but 
from the legal argument which follows 
the statement. He says: 

“I do not think the pledges you exact from 
agents in any way transgress the limitations 
fixed by the statute, either expressly or by 
implication.” 

Again he says: 

“Your right against an agent rests entirely 

on your contract with him.” 
Throughout the opinion the term 
agent is used and nowhere in the 
opinion is the term broker used. As- 
suming that the pledge had been made 
by an insurance agent acting for one 
or more companies in the business of 
selling insurance for account of the 
companies upon a commission basis, 
the legal conclusions which Senator 
Root reaches clearly follow. Such a 
pledge given by an agent to his princi- 
pal would constitute a contract em- 
bodying the terms of employment. Vio- 
lation of the agreement by one party— 
the agent—would justify the termina- 
tion of the contract by the other party 
—the insurance company—and the act 
of terminating the contract by one or 
all parties who had employed the ag- 
ent on the same terms of employment 
would contain none of the elements of 
a boycott. 

The facts of the case under consid- 
eration are quite different. 


Difference Between Agents and Brokers 

The difference between agents and 
brokers in the insurance business was 
reasonably clear before the statutes 
for licensing agents and brokers were 
enacted. Since that time the distinc- 
tion has been clear beyond question. 
An agent is one who is acknowledged 
by the underwriter as such or assists 
an underwriter in the transaction of 
the insurance business. (Insurance 
Law, Section 142). A broker is one 
who for money or other compensation 
aids the insured in negotiating con- 
tracts of insurance or placing the risk 
(Insurance Law, Section 143). The 
broker acting for his principal, the 
Property owner, is the purchaser or 
consumer of insurance but is not the 
employe or agent of the company. The 
custom of compensating brokers by 
commissions paid by the insurance 
companies does not change their status. 
The statutory definition. of a broker 
was declaratory of the existing law 
and was made at a time when the cus- 
tom of compensating brokers by com- 


missions paid by the companies had 
been long established. 

Brokers’ Pledge No. 2, therefore, ap- 
pears to me to be a contract, not be- 
tween insurance companies and their 
agent, but between insurance compa- 
nies and their customer who is engaged 
in purchasing insurance. The validity 
of such a contract is, as Senator Root 
indicates, to be determined by the gen- 
eral legislative policy of the state and 
the construction of existing statutes in 
the light of that policy. It does not 
seem difficult to ascertain the policy 
of the state in this respect from the 
legislative record. 

Quotes Merritt Report 

The Report of the Joint Committee 
of the Senate and Assembly (known as 
the Merritt Committee) transmitted 
to the Legislature February 1, 1911, 
contains the following: 


“In its recommendations however, your Com- 
mittee goes a step further than to provide 
merely for publicity; it is prepared to recom- 
mend that combinations of companies should 
not be allowed to exercise a control over 
brokers. The correctness of this principal 
is open to argument. The Committee, how- 
ever, feels very strongly that the pledges*that 
are now required by rating organizations of 
brokers give to such combinations of com- 
panies powers which, if they are to be ex- 
ercised at all, should belong to the state. 
Such pledges now give to the Exchange a life 
and death power over the broker and further- 
more make him an important instrument in 
carrying out the purposes of the combination. 
It may be granted that in general these pur 
poses are good and yet it is offensive to one’s 
sense of liberty that this power should be in 
the control of a combination to be exercised 
not only the agents of the companies but 
upon the agents of the insured. 

It is believed that the good of the business 
demands combination but this combination 
must not be maintained by a control over a 
non-parfticipating outside element. Whatever 
powers are necessary to secure the proper ac- 
tivity of the broker should be assumed by the 
State. It might be well however, that in the 
exercise of this power the Exchanges should 
be called upon in an advisory capacity.” (As- 
sembly Document No. 30, Page 102). 


Among the recommendations of the 
Merritt Committee was the following: 


“And such statute should also provide that 
while companies may maintain proper rate- 
making associations and exchanges and agree 
to maintain the rates so made, they must not 
seek to strenethen their own agreement by 
forcing third persons to help them do so. 

In other words the licensing of and control 
over brokers should cease, and the present 
situation wherein rate-making exchanges and 
associations wield a power which properly be- 
longs to government should be ended. As be- 
fore indicated, the Committee’s judgment is 
that the companies have made out a case to 
justify their joint action in the making of 
rates, but they have not shown that they 
should be permitted to coerce a large body of 
several thousand men, who are making ftheir 
living by bringing business to the companies, 
into helping to maintain rates for the com- 
panies. 

The companies should depend upon their own 
business integrity in the carrying out of their 
agreement. They should not be permitted to re- 
move temptation from themselves and shift the 
responsibility of maintaining rates to the shoul- 
ders of men who have had nothing to do with 
making them. The good which flows from the 
conditions that the exchanges now demand of 
the brokers concerning the giving of rebates 
can be preserved in a statute on that subject.” 
(Merritt Report, Pages 125, 126.) 


Section 141 


It was as a result of these recom- 
mendations that section 141 of the In- 
surance Law was added as Chapter 
460 of the Laws of 1911, and the pur- 
pose of that law was clearly to give 
effect to the Committee’s recommenda- 
tions. Section 141 of the Insurance 
Law legalizes rate-making associations, 
subjects them to certain measures of 
supervision and control by the Super- 
intendent of Insurance, but also pro- 
vides as follows: 

“nor shall any such rating organization * * * 
or any two or more persons, associations or 
corporations authorized to transact the busi- 
ness of insurance within this state, acting in 
agreement, refuse to do business with or to 
ay commissions to any person who may be 
icensed or authorized as an insurance broker, 
pursuant to the provisions of this chapter be- 
cause such broker wiil not agree to secure 
insurance only at the rates of premium fixed 
by such rating” organization or the parties to 
such agreement.” 

(The above is quoted from the exist- 
ing act but the original statute of 1911 
was substantially the same). 

Public Policy of New York State 

It is manifestly the public policy of 
this state to legalize associations of 
fire insurance companies to maintain 
uniformity of rates but it is equally a 
part of the public policy of this state, 
as expressed by the Legislature and 
carried into the Insurance Law, that 
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the companies in addition to their 
joint action in making rates should not 
“be permitted to coerce a large body 
or several thousand men, who are mak- 
ing their living by bringing business 
to the companies, into helping to main- 
tain rates for the companies.” (Mer- 
ritt Report, Page 125). 
Analyzes Pledge No. 2 

In the light of this public policy and 
staiute law the brokers Pledge No. 2 
must be analyzed. It is a contract be 
tween companies in association on the 
ove hand and the agent of property 
owners having insurance to place on 
the other hand. It is an agreement 
that the broker will, in placing insur- 
ance, give preference to the members 
of the association and will not place 
any risks with the companies not mem- 
bers unless the broker cannot secure 
sufficient insurance on such risks from 
companies which are members of the 
association. In consideration of this 
agreement by the broker the compa- 
nies agree to pay a five per cent addi- 
tional commission. This agreement is 
not on its face or in terms a violation 
of the prohibition of the statute be- 
cause the broker does not say in terms 
that he will place insurance only at 
the rates of premiums fixed by the rat- 
ing organization or the parties to an 
agreement. It is clear, however, that 
the purpose and effect of the pledge 
is to accomplish what the statute pro- 
hibits. If companies not members of 
the Exchange maintain the Exchange 
rates there would be no inducement 
for the broker or his principal, the 
property owner, to place the insurance 
otherwise than with Exchange mem- 
bers. The reason Exchange members 
are willing to pay five per cent addi- 
tional commission is to prevent bro- 
kers placing their insurance with com- 
panies who do not maintain the Ex- 
change rates but sell insurance at low- 
er rates. 
is clearly recognized and admitted by 
those who are familiar with the fire in- 
surance business and practices and 
could easily be proven by those who 
are disposed to assume a position in 
antagonism to the insurance compa- 
nies. The fact must be admitted by 
those who are seeking the truth and 
who desire an accurate analysis of 
legal rights and obligations. The con- 
tract represented by brokers Pledge 
No. 2 which in form is an agreement 
by the broker not to deal with outside 
companies and, in substance, is an 
agreement not to deal with companies 
which compete with the Exchange com- 
panies by charging a lower rate of pre- 
mium is, in my judgment, a violation 
of the public policy of the state and of 
the statute enacted in. pursuance of 
that policy. A contrary view appears 
to me to hide substance behind form 
and to put subterfuge above the truth. 

I think the consideration of this sub- 
ject should be carried one step fur- 
ther. Assume that the broker violates 
his agreement and the members of the 
Exchange subject the broker to the cus- 
tomary discipline. The breach of 
agreement by the broker terminates 


This purpose of Pledge No. 2. 
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the contract, whether that contract be 
legal or illegal. The broker can no 
longer exact the performance of the 
contract provisions entered into on the 
part of the companies. In other words, 
the companies are no longer obligated 
by contract to pay the broker the addi- 
tional five per cent commission which 
the contract calls for. The agreement 
is at an end. When this happens the 
status of the broker is that which the 
law of the state rather than the rules 
of the Exchange establishes. He is 
legally permitted to solicit insurance 
and to receive compensation therefor. 


' The underwriters are legally permitted 


to pay him commissions in connec- 
tion with the conduct of his insurance 
buisness. They are not legally re- 
quired to do business with him nor to 
pay him commissions. The underwrit- 
ers constituting members of the Ex- 
change, thereupon take action which is 
described as revoking the broker’s cer- 
tificate. This action is taken in agree- 
ment. It is done on recommendation 
of the brokerage committee by vote of 
the members of the Exchange. The 
meaning and effect of this action is 
that each of the companies, members 
of the Exchange, agrees with the 
other members that it will not, 
while the broker’s certificate stands 
revoked, accept any insurance from 
the broker on the basis~ of allow- 
ing (not the additional five per cent 
commission) but any commission what- 
ever. Expressed differently, the com- 
panies which are members of the Ex- 
change agree not to do fire insurance 
business with the broker on the only 
basis upon which he can do business 
at a profit. 


Boycott Discussed 

This agreement among the compa- 
nies not to do business with the bro- 
ker on a basis which will enable him 
to derive any earnings from the con- 
duct of his business may be’ analyzed 
from two aspects. If such an agree- 
ment ‘be in fact rather than in sub- 
stance, the action of the rating organi- 
zation or the action of two or more 
companies in agreement to “refuse to 
do. business with or to pay commis- 
sions to any person who may be li- 
censed or authorizea as an insurance 
broker, pursuant to the provisions of 
this chapter (Insurance Law) because 
such broker will not agree to secure 
insurance only at the rates of pre- 
mium fixed by such rating organiza- 
tion or the parties to such agreement,” 
then the agreement is in violation of 
the expressed provisions of Section 141 
of the Insurance Law. If this agree 
ment of the companies not to do busi- 
ness on a commission basis with the 
broker is not a violation of the statut2 
but is an agreement by tWv or more 
(substantially all) companies not to do 
business on a commission basis with 
the broker, because he has placed busi- 
ness with an outside company, con- 
trary to his agreement, the questicn 
then arises whether on the principles 
of common law such an agreement be- 
tween companies in reference to deal- 
ing with an insurance broker does not 
constitute a boycott. In my judgment, 
this question can accurately be an- 
swered only in the affirmative. The 
reasons which Senator Root assigned 
for his conclusion that the termina- 
tion of a contract betwee: insurance 
companies and an insurance agent did 


not constitute a boycott have no appli- 
cation to the case of companies in 
agreement refusing to do business wit! 
a customer. A boycott has been de. 
fined as: “A combination between per 
sons to suspend or discontinue dea! 
ings or patronage with another person 
or persons because of refusal to com- 
ply with a request made of him or 
them.” A boycott is: “The act of com- 
bining or refusing to have busine:; 
dealings with another until he removcs 
or ameliorates conditions which are 
deemed inimical to the welfare of the 
members of the combination, or some 
of them, or grants concessions which 
are deemed to make for that purpose.” 
In either aspect of the analysis of the 
agreement which the Exchange mem- 
bers set up following a revocation of 
a broker’s certificate, in my judgment, 
the act constitutes a clear violation of 
law and subjects the participating com- 
panies to liability for the damage 
caused. This, as Mr. Root has said, 
would not follow if the act were mere- 
ly an incident to the termination of 
the contract of employment of an ag- 
ent but does follow when the act is 
that of a combination of companies di- 
rected against the business or liveli- 
hood of a party who is conducting a 
lawful business and not in the compa- 
nies’ employ. 





PUTS PROBLEM TO ADJUSTERS 





Broker in Theater District Asks Ques- 
tion as to Depreciation 
of Playhouses 





What is the basis upon which the 
deterioration of theater property is 
figured? Any adjuster who will an- 
swer that question satisfactorily will 
confer a favor on William W. Ramsey, 
office manager for Morris Rose, 1470 
Broadway. Mr. Ramsey, although an 
insurance expert as regards theate! 
being in a very nest of them, admits 
being at a loss to answer this question, 
which a theater-owning client has pro- 
pounded to him. 

“Rules that would apply to one thea- 
ter would not apply to others,” said 
Mr. Ramsey.” Much of it would de- 
pend on the upkeep, which would, of 
course, range from the most rudimen- 
tary to the most highly efficient. Then 
the environment of a theater and its 
class of patrons would enter as fac- 
tors in this matter. 

“Finally, in case of a fire that would 
result in a council of adjusters, one 
might suppose that each adjuster 
would have different views as to ihe 
extent the building might have depre- 
ciated between the date of its being 
underwritten and that of the fire. Of 
course adjusters would just as readily 
adjust what differences they might 
have on such a subject as other mat- 
ters concerning the subject in hand, 
but what my client wants to know is 
upon what basis they figure.” 
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MARINE DEPARTMENT 


Harter Act Attacked 
By Marine Insurers 


WHO SEEK TO AMEND STATUTE 





Theft Losses Increased By Granting 
Carriers Freedom From Liability 
Underwriters Say 





Attacks on the Harter Act were 
launched by marine underwriters who 
testified Monday in Washington before 
the Marine Insurance sub-committee of 
the House Committee on Merchant 
Marine & Fisheries. This was the first 
of three hearings called by the Con- 
gressional Committee seeking informa- 
tion and advice regarding means for 
reducing and preventing the enormous 
losses on ships caused by the theft and 
pilferage of merchandise in the cus- 
tody of carriers. Insurance men be- 
lieve the Harter Act to be thoroughly 
ineffective because it fails in any way 
to place responsibility upon the car- 


riers for damages to cargoes and re- 
lieves them of liability except in spe- 
cial instances which rarely occur. 
Court interpretations and _ decisions, 
plus State statutes, have of late years 
wholly robbed the Harter Act of its 
few initial benefits for shippers and 
insurers, so that today it affords the 
carriers an excellent loophole through 
which to escape when presented with 
claims by irate shippers, 

Relieving the shipowners of nearly 
all responsibility has, the underwriters 
told the Committee, increased laxity 
and carelessness on the part of the 
carriers who, it is alleged, fail to take 
even ordinary precautions to safeguard 
from tampering, commodities entrust- 
ed to them, and to correct conditions 
now constituting a menace to shipping 
the insurance interests strongly request 
amendments to the Harter Act that will 
render carriers liable for a mich larger 
percentage of these entirely preventable 
losses. Insurance rates on theft and 
pilferage risks have more than doubled 
within the last year, and still ‘this 
branch of underwriting has not switched 
over from the loss to the profits col- 
umns of the annual statements. Many 
companies in disgust have ceased alto- 
gether to consider applications for pro- 
tection against the risk now under fire. 
Theft coverage is no longer insurance, 
but has degenerated into a form of 
charity, with underwriters agreeing to 
indemnify shippers against expected 
losses which ought properly to be 
anticipated by adjustments in invoice 
values. The underwriters are striking 
straight at the heart of the theft prob- 
lem by demanding changes in the regu- 
lations governing carriers. If enacted, 
such changes would compel _ the 
carriers, for their own protection, to 
adopt preventive measures to curtail 
pilfering. 

Among the underwriters and brokers 


who addressed the committee were the 
following: Benjamin Rush, president 
Insurance Company of North America; 
Frank H. Osborn, Eastern marine man- 
ager of the Fireman’s Fund; William 
D. Winter, Atlantic Mutual; Samuel D. 
McComb, Marine Office of America, and 
Wade Robinson & Co., underwriters and 
brokers. 

Outlining the underwriters’ views 
Mr. Rush brought out the following: 

“When the common carriers were 
held to their strict responsibility, and 
were not allowed to indirectly evade it 
by means of reduced valuation clauses, 
notice of loss clauses, and various other 
bills of lading clauses which have been 
introduced by them for the express pur- 
pose of avoiding their full responsibility 
to the shipper, they took very good 
care to see that they had honest em- 
ployes, and to enforce discipline on 
their vessels, and in the men engaged 
in loading and unloading cargo, but 
under. the law as interpreted by the 
courts at present, it is very much 
cheaper for them to pay the small 
nominal damage, provided in the re- 
leased bill of lading, in the event of 
a claim, rather than put in effect an 
adequate system of supervision and 
care, which would result in the elimina- 
tion of the theft, pilferage, breakage 
and non-delivery which is now sustained 
by merchants, who are forced to ship 
under the various terms of the released 
bill of lading, or not ship at all.” 





GENERAL CLAIMS ASSOCIATION 


The General Claims Association, Inc., 
is the name of a new organization re- 
cently formed to handle marine adjust- 
ments and make investigations, general 
appraisals and surveys of hull and cargo 
losses. E. C. Andrews, formerly claim 
adjuster for an American shipping com- 
pany, is president and announces his 
intention to specialize on subrogated 
claims of underwriters against carriers. 
As shippers of tobacco are meeting 
with unusually heavy losses due to 
damages occurring while the product is 
in transit Mr. Andrews and his asso- 
ciates, all experienced claim men, will 
pay particular attention to tobacco loss 
surveys and adjustments. Although the 
new association, which has its head- 
quarters at 82 Beaver Street, has been 
operating less than six weeks it has 
made unusually good headway in secur- 
ing clients among the large insurance 
and shipping companies. 





RUMORS IN THE AIR 


Rumors of impending changes, both 
personal and company, are developing 
over-night in the marine insurance dis- 
trict since the resignations of Messrs, 
Coleman and Jennings were announced. 
Speculation is rife concerning probable 
successors to the positions soon to he 
left vacant in W. H. McGee’s agency 
and there are also stories afloat to the 
effect that one or more big companies 
will soon transfer their marine connec- 
tions. These are not companies at 


present represented by Mr. McGee. 
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COLLECTIONS DIFFICULT 





Underwriters Say Assureds Are Back- 
ward in Paying Premiums as Polli- 
cies Expire Without Losses 





Extracting re-insurance from foreign 
companies to help pay losses here is 
not the only dental work at which the 
agency and company underwriters try 
their hands. Collecting marine pre- 
miums has become as arduous a task 
and one as complex and irksome as the 
problem facing the fire insurance com- 
panies. Fire underwriters, however, 
reserve the privilege to cancel their li- 
ability, loath as they may be to wipe 
business off their books, when the regu- 
lar period for paying premiums has ex- 
pired and an assured is unable or 
averse to settling his accounts, but even 


this weapon is denied the marine un- 
derwriter on cargo policies. The dura- 
tion of the coverage is so short, lasting 
on the average not over thirty days 
and very often less, that if a shipment 
of merchandise is delivered safely with- 
out evidences of loss or damage an as- 
sured who is hard-pressed otherwise 
for funds allows the insurance com- 
panies, in the vernacular, to “go whis- 
tle for theirs.” The marine companies 
are placed in this pecular and unen- 
viable position of having to experience 
exceptional difficulty to gather in funds 
whenever money stringencies produce 
frozen credits, and banks start to call 
in loans rather than further inflate the 
accounts of depositors by granting ad- 
ditional extensions of credits. 

Several offices in the local market 
complain bitterly over the extraor- 
dinary amount of time they spend, 
sometimes beneficially and as often 
without results, trying to liquidate pre- 
mium accounts long overdue, especial- 
ly when the collection of just claims 
from foreign re-insurers proceeds with 


snail-like rapidity and grates uncom- 
fortably upon the customary long-suf- 
fering patience of the marine insur- 
ance men. The brokers, too, are ac- 
cused of aggravating the situation by 
retaining in their possession for an un- 
due length of time premiums received 
from shippers. 

If losses are reported, assureds and 
brokers are exceptionally prompt and 
efficient in sending in premium checks, 
and with businesslike exactness re- 
questing a quick settlement of loss 
claims. But let a shipment reach its 
destination unharmed, so that the in- 
surance premium is apparently a waste, 
not an investment, and the insurance 
debt is relegated to the background 
until more pressing obligations are at- 
tended to. 





SAIL ON “OLYMPIC” 


Hendon Chubb and Percy Chubb were 
passengers on the “Olympic” which 
sailed Saturday for England. They ex- 
pect to remain in Europe for about two 
months. Ery Kehaya, president of the 
Washington Marine, also left New York 
aboard the same vessel. According to 
an announcement he is following in the 
footsteps of several local underwriters 
and executives who have centered their 
wits on the problem of collecting re- 
insurance owed them by unadmitted 
foreign insurers. In fairness to the 
Washington Marine it should be said 
that the company is having good suc- 
cess in collecting these outside funds. 





H. C. LANDWEHR RESIGNS 

H. C. Landwehr, treasurer and direc- 
tor of Frank B. Hall & Co., has an- 
nounced his resignation from the com- 
pany effective August 1. He became 
connected with the marine brokerage 
house in March, 1917, after resigning as 
secretary and director of Joseph Frog- 
gart & Co. Mr. Landwehr is a certified 
public accountant and after a short 
vacation next month may again take up 
the duties of that profession. 





56 BEAVER STREET 
New York 





Northern 
Underwriting Agency 


INCORPORATED 


MARINE INSURANCE 





311 CALIFORNIA STREET 
San Franeiaco 























“6 BRP ee 0 GIGP BIT 


St ee 


A Asin er 





28 


THE EASTERN 





UNDERWRITER 





July 22, 1921 





Load Line Measure 
Merits Quick Action 


ADVANTAGES ARE NUMEROUS 


Total Loss Perils Certain to Be Re- 
duced By Establishment of 
Compulsory Safeguards 





Load lines on trans-Atlantic vessels 
rather than revenue cutters in futile 
search of pirates will go far toward 
minimizing the number of total loses 
reported each year. At this particular 
moment when the newspaper columns 
reek with stories of mysterious prowl- 
ers on the high seas the revised load 
line bill is before our Congressional 
representatives in Washington. It is 
the pressing duty of the Government 
to endorse this measure, so convinc- 
ingly and manifestly necessary aS a 
fundamental safeguard against loss of 
life, and financiai loss for shippers, 
ship-owners and marine insurance un- 
derwriters. 

Too often lost vessels are the prey 
of conscienceless persons in charge of 
loading. Actuated by selfish designs, 
the impulse to acquire a few more dol- 
lars in freight, they throw to the winds 
all regulations for the protection of 
ships. Unless this were clearly true, 
the load line bill never would have 
been received with such wide approval. 
Economically sound, its quick journey 
through Congress will be applauded 
also by those stirred by humanitarian 
principles. 

To remove objections offered by own- 
ers of coastwise vessels the load line 
measure makes compulsory the estab- 
lishment of visible marks upon ships 
of 500 tons or over receiving cargo for 
a voyage to a foreign country but 
leaves to the discretion of the Secre- 
tary of Commerce the fixing of lines 
on coastwise vessels. He may require 
compliance, however, with the act, 
when “the safety of such vessels and 
their crews requires the establishment 
of a legal load line.” 

Following is a copy, in full, of this 
important bill: 


Provisions of the Bill 


That this Act shall apply to the following 
vessels: 

(a) Cargo-carrying vessels of five hundred 
gross tons or over loading at any port or place 
within the United States or its possessions for 
a foreign voyage by sea. 

(b) Cargo-carrying vessels of the United 

States of five hundred gross tons or over load- 
ing at any foreign port or place for a voyage 
by sea. 
(c) Other vessels loading at any port or place 
in the United States or its possessions, when- 
ever, in the judgment of the Secretary of Com- 
merce, the safety of such vessels and their 
crews requires the establishment of a legal 
load line. 

Sec, 2. That the Secretary of Commerce is 
hereby authorized and directed in respect of 
the vessels defined in section 1 (a) and (b) 
of this Act and is hereby authorized in respect 
of the vessels defined in section 1 (c) of this 
Act to establish by regulations from time to 
time the load water lines and marks thereof 
indicating the maximum depth to which such 
vessels may safely be loaded. Such regulations 
shall have the force of law. 

Sec. 3. That it shall be the duty of the 
owner and of the master of every vessel sub- 
ject to this Act and to the regulations estab- 
ished thereunder, to cause the load line or 
lines so established to be permanently and 
conspicuously marked upon the vessel in such 
manner as the Secretary of Commerce shall 
direct, and to keep the same so marked. The 
Secretary of Commerce shall appoint the 
American Bureau of Shipping, or such other 
corporation or association for the survey or 
registry of shipping as may be selected by 
him, to determine whether the position and 
manner of marking on such vessels the load 
line or lines so established are in accordance 
with the provisions of this Act and of the 
regulations established thereunder: Provided, 
however, That, at the request of the shipowner, 
the Secretary of Commerce may appoint, for 


,the purpose aforesaid, any other corporation 


or association for the survey or registry of 
shipping which the shipowner may select and 
“he Secretary of Commerce approve; or the 
Secretary of erce may appoint for said 
purpose any officer of the Government, who 
shall perform such services as may be directed 
by the Secretary of Commerce. e Secretary 
af Commerce may, in his discretion, revoke 
any apt made pursuant to this sec- 
‘ion. uch corporation, association, or officer 
shall, upon approving the position and manner 
of marking such load line or lines, issue a 
certificate in a form to be prescribed by the 
Secretary of Comimerce, that the same is in 
accordance with the provisions of this Act and 
of the regulations established thereurider, and 
shall deliver a topy thereof to the master of 
the vessel. It shall be unlawful for an ves- 


sel subject to this Act and to said ations 


to depart from her loading port or place with- 
out bearing such mark or marks, approved and 
certified by such corporation, association, or 
officer, and without having on board a copy 
of said certificate. 

Sec, 4.. That it shall be unlawful for any 
vessel subject to this Act and to the regula- 
tions established thereunder to be so loaded 
as to submerge, in salt water, the load line 
or lines marked pursuant to this Act and to 
the regulations established thereunder, applic- 
able to her voyage% or so as to submerge un- 
der like conditions the point where such load 
line or lines om to be marked pursuant to 
the provisions of this Act and of the regula- 
tions established thereunder; or so as in any 
manner to violate the said regulations. 

Sec. 5. That whenever the Secretary of 
Commerce shall certify that the laws and regu- 
lations in force in any — country relat- 
ing to load lines are equally effective with 
the regulations established under this Act, the 
Secretary of Commerce may direct, on proof 
that a vessel of that country has compiled 
with such foreign laws and regulations, that 
such vessel pie her master and owner shall 
be —— from compliance with the pro- 
visions of this Act, et as hereinafter pro- 
vided: Provided, That this section shall not 
apply to the vessels of any foreign country 
which does not similarly recognize the load 
lines established under this Act and the regu- 
lations made thereunder. 


Must Record Water-Line 


Sec. 6. That it shall be the duty of the mas- 
ter of every vessel subject to this Act and to 
the regulations established thereunder and of 
every foreign vessel exempted pursuant to sec- 
tion 5 of this Act, before departing from her 
loading port or place for a voyage by sea, to 
enter in the official log book of such vessel (if 
any) a statement of the position of the load-line 
mark applicable to the voyage in question with 
reference to the actual water line at the time 
of departing from port, as nearly as the same 
can be ascertained. 

Sec. 7. That if any collector of customs has 
reason to believe, on complaint or otherwise, 
that a vessel subject to this Act and to the 
regulations established thereunder is about to 
proceed to sea from a port in the United 
States or its possessions within his district, 
when loaded in violation of ection 4 of this 
Act; or that anv vessel exempted pursuant to 
section 5 of this Act is about to proceed to sea 
from such port, when loaded in violation of 
the laws and regulations of her country with 
respect to load line, he may by written order 
served on the master or officer in charge of 
such vessel detain her proygionslts for the 
purpose of a surveyed, The collector shall 
then serve on the matser a written statement 
of the grounds of her detention and shall ap- 


~ point three disinterested surveyors to examine 


the vessel and her loading and to report to 
him; whereupon the said collector may release 
or may, by written order served on the master 
or officer in charge of such vessel, detain the 
vessel until she has been reloaded in while 
or in part so as to conform to section 4 of 
this Act, or, in case of a vessel exempted 
gurenint to section 5 of this Act, so as to con- 
orm to the laws and regulations of hér own 
country with respect to load line. If the ves- 
sel be ordered detained, the master may, with- 
in five days, appeal to the Secretary of Com- 
merce, who may, if he desires, order a further 
survey and may affirm, set aside, or modify 
the order of the collector. Clearance shall be 
refused to any vessel which shall have been 
ordered detained. 

Sec. 8 (a) That if the owner or master of 
any vessel subject to this Act and to the 
regulations established thereunder shall per- 
mit her to hg from her loading rt or 
place without having complied with the pro- 
visions of section 3 of this Act, he shall for 
each offense be liable to the United States in 
a penalty of $500. If the owner or master of 
any vessel exempted pursuant to section 5 of 
this Act shall permit her to depart from her 
loading port or place without having the load 
line or lines required by the laws and regula- 


tions. of the country to which she belongs 
marked upon her as required by said laws 
and regulations, he shall for each offense be 


liable te the United States in a penalty of 
$500. The Secretary of Commerce may, in his 
discretion remit or mitigate any penalty im- 
posed under this paragraph. ‘3 

(b) If the master of any vessel subject to 
this Act and to the regulations established 
thereunder, or of any foreign vessel exempted 
ursuant to section 5 of this Act, shall fail, 
efore departing from her loading port or place, 
to enter in the official log book of such vessel 
(if any) the statement required by section 6 
of this Act, he shall for each offense be liable 
to the United States in a penalty of $100. The 
Secretary of Commerce may in his discretion 
remit or mitigate any penalty imposed under 
this paragraph, 

(c) If any person shall knowingly permit or 


cause or attempt to cause any vessel subject . 


to this Act and to the regulations established 
thereunder to depart, or if, being the owner, 
Manager, agent, or master of such vessel he 
shal] fail to take reasonable care to prevent 
her from departing from her loading port or 
place when oaded in violation of section 4 of 
this Act; or if any person shall knowingly 
permit or cause or attempt to cause 3s. foreign 
vessel exempted pursuant to section 5 of this 
Act to depart, or if, being the owner, mana 
agent, or master such vessel he shall 
to take reasonable care to prevent her from 
departing from her loading port or place when 
loaded more deeply than permitted by the laws 
and regulations of the country to which she 
belongs, he shall in respect of each offense 
be guilty of a misdemeanor, unless her going 
to oe. in such a «ge 7: Peon’ the cir- 
cumstances, reasonable and justifiable; and 
shall be punished by a fine not to exceed $1,000 
or by impr t not to d one year or 
beta Ie th 

master of any vessel or any other 
person shall knowingly permit or cue or at- 
tempt to cause any vessel to depart from any 
port or place in the United Sttaes or its pos- 
sessions in v on of any or detention 
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made pursuant to section 7 of this Act, ue 
shail im respect of each offense be guilty of x 
misdemeanor and shall be punished by a tine 
not to exceed $500 or by imprisonment not iv 
exceed three months, or both. .- 

(e) if any person shall conceal, remove, al- 
ter, detace, or obliterate, or shal] sutter any 
person under his control to conceal, removc, 
alter, deface, or obliterate any mark or marks 
placed on a vessel pursuant to this Act or to 
the regulations established thereunder, except 
in the event of lawful change of said matks, 
or to prevent capture by an enemy, he shall, 
in respect of each offense, be guilty of a mis- 
demeanor and shall be punished by a fine not 
to exceed $1,000, or by imprisonment not to 
exceed one year, or both. 

(f) Whenever the owner, manager, agent, or 
master of a vessel shall become subject to a 
fine or penalty by way of money payment pur- 
suant to the provisions of this Act, the vessel 
shall also be liable therefor, and may be 
seized and proceeded against in the district 
court of the United States in any district in 
which such vessel shall be found. ‘ 

Sec. 9. That this Act shalf take effect six 
months after the date of its approval. 





LOAD LINE BILL HEARING 





S. D. McComb and W. D. Winter Chief 
Spokesmen for Underwriters, Who 
Believe Bill Will Become a Law 





Samuel D. McComb, manager of the 
Marine Office of America, William D. 
Winter, third vice-president of the At- 
lantic Mutual and G. C. Morris, Insur- 
ance Company of North America, were 
spokesmen for a delegation of marine 
insurance underwriters and loss man- 
agers attending the hearing in Wash- 
ington last week on the load line bill. 
Representatives for the _ principal 
American steamship lines strongly sup- 
ported the measure and endorsed the 
insurance interests’ views that a load 
line on every vessel, both steamers and 
schooners, was a precautionary mea- 
sure of the first magnitude. There is 
nothing about a load line that can be 
truthfully construed as handicapping a 
steamer and as Mr. McComb expressed 
it few responsible persons would open- 
ly advocate the abolition of the police 
forces declaring compliance with law- 
ful regulations placed restrictions on 
their individual liberty and a load line 
law is as vital an adjunct to maritime 
law as any police regulation is to ordi- 
mances governing conduct in a muni- 
cipality. 

Speaking for the American Steam- 
ship Owners Association W. F. Gibbs, 
naval architect for the International 
Mercantile Marine, lent approval to the 
principles of the measure but urged 
that actual application of the law be 
deferred until the leading countries of 
the world should have time to arrange 
uniform rules of procedure with re- 
spect to lead lines. The bill as worded 
now becomes operative six months 


after the date of passage. EK. T. 
Chamberlain, Commissioner of Naviga- 
tion, spoke for the bill saying a com- 
mittee appointed by the Depar.meini of 
Commerce reported that Great Britain, 
France, Norway, Germany and Japan 
now have load line regulations and 
that the United States ought in justice 
to its shippers and seamen take steps 
to prevent loss of cargoes and life 
through the overloading of vessels. 
The principal points raised by op- 
ponents to the enactment of proper 
rules governing the amount of cargo 
tonnage a vessel may safely carry 
hinged on statements to the effect 
that strong competition among the 
maritime powers called for freedom of 
action and that Governmental restric- 


‘tions would tend to grant undue ad- 


vantages to foreign carriers, unless 
every country was governed by a uni- 
Versally respected internationally code 
of practises. Fields §S. Pendleton, 
president of the Atlantic Carriers’ As- 
sociation, who is declared to have 
spiked the bill at the last session of 
Congress, and who is generally regard- 
ed as antagonistic toward remedial 
amendments to shipping laws tried un- 
successfully to cloud the issue by call- 
ing the load line measure a foreign 
scheme to injure the earning capacity 
of American vessels. Mr. Pendleton is 
one of the most aggressive and vo- 
ciferous denouncers of the bill but his 
defeatist campaign is not worrying the 
proponents. 





PIRATES! PIRATES! PIRATES! 

Summer suns bring manifold changes! 
Beach romances, an exodus of melting 
kumanity from the broiling metropolis, 
epidemics of “Hot Dogs,” business dull- 
ness, and not least of all, a curtailment 
of real news for the daily press. But 
editors possess fertile imaginations 
which blossom forth under summer 
suns. To wit—again we read of 
“pirate ships” hovering off our coasts 
if a vessel is thought missing or is even 
late arriving in port. Flare headlines 
tell of “Gold ship in pirate lanes.”’ Hav- 
ing revived “Erminie,” “Floradora,” 
“The Belle of New York” and others 
on the local stage, why not have “Peter 
Pan” or Gilbert and Sullivan’s “Pirates 
of Penzance?” Let us see these de 
stroyers of our vessels! 


The Munson Line steamer “Callao” 
was reported safe by wireless lasi week 
and it was likewise denied that she 
was carrying $1,000,000 in gold on board. 
Nor are U. S. warships searching the 
seas for Bolshevik marauders. 
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| CASUALTY AND SURETY NEWS 





Compete for Chicago 
$10,000 Taxi Covers 


QNE COMPANY HAS 700 CARS 





Premiums on One Risk $350,000; Many 
Charges of Rebating Heard; 
“Methods Denounced 





A battle royal for the liability insur- 
ance on Chicago taxicabs under the new 
law effective July 1, which requires 
$10,000 coverage on every cab or a 
pond for a like amount, has been started 
py Chicago brokers and local agents. 
The competition is especially strong for 
the line of the Checker Cab Company, 
which has more than 700 cars im opera- 
tion. The manual rate per cab is $360 
for public liability insurance and $90 
for property damage, which is also re- 
quired under the new law, so that the 
premiums involved on this one line will 
run between $350,000 and $400,000, and 
with such a large volume of premiums 
in sight, the usual demoralizing effect 
has been seen. 

Many of the brokers have offered to 
rebate practically all of their 17% per 
cent commission and even some of the 
general agents have offered to throw off 
some of their commissions, with the re- 
sult that in one case at least a rebate 
of 22% percent has been offered in 
order to get the business. 

Representatives of the companies 
which have not joined in the scramble 
are, of course, greatly exercised over 
the situation, and have denounced the 
tactics resorted as a violation of all in- 
surance agency and brokerage ethics. 
It is probable that the. matter will be 
brought to the attention of officials of 
the National Association of Casualty 
and Surety Agents and an effort made 
to secure some action on the subject, as 
the same question is bound to come up 
in other cities. The National Associa- 
tion of Taxicab Owners, which was in 
session in Chicago last week, is backing 
a movement for uniform regulations of 
this sort and recommended that the Chi- 
cago city ordinance, containing practi- 
cally the same provisions as the new 
state law, be made the model for all of 
the large cities. 

One suggestion made to meet this 
situation is that a sliding scale of com- 
missions be established, allowing the 
full commission for small lines, with a 
considerable reduction for the larger 
lines, such as that involved in the Chi- 
cago competition. 





Stumbles Across Stolen Car 
A good bit of detective work that may 
land one of those pesky auto thieves in 
jail was pulled off by a member of the 
adjusting staff of the Home while he 
‘was on a visit to Middletown, N. Y., on 
Sunday. Also it resulted in the recov- 
ery of a Chandler of last year’s vintage. 
The machine was being offered for, sale 
at a ridiculously low price. Inwestiga- 
tion showed that the number had been 
changed and other proof: established 
that the car had been stolen. The case 
was reported to the detective depart- 
ment. 


MAKE DESPERATE DRIVE 





Eastern Compensation Mutuals Slash- 
ing Rates in Illinois; Trying to 
Anticipate a Law 





Eastern compensation writing mu- 
tuals, and especially the American Mu- 
tual and the Liberty Mutual, are now 
engaged in a merry rate war in some 
of the western states, and particularly 
in Illinois. These two companies are 
reported to be cutting to as low as 50 
per cent of manual rates in a drive for 
Illinois business. This is done while 
the two mutuals are writing business 
in the east at annual rates plus 10 per 
cent. 


It is contended in some quarters that 
the drive has been an effort to get all 
business possible on the books before 
the new Illinois law, passed by the leg- 
islature but held up temporarily by the 
Governor, should become effective. The 
provision for uniform rating in the new 
measure would put a stop to practices 
of this sort and probably hit many of 
the mutuals and reciprocals rather hard. 
However, it is pointed out that it would 
do the companies little good to get the 
business on the books at 50 per cent 
and then have to double the rate at the 
end of the first year, as the policy- 
holders would not stay with them, and 
there seems to be some reason to be- 
lieve that it is merely a private warfare 
between the two eastern mutuals. 





EXCHANGE RE-ORGANIZATION 





Many Big Casualty Reciprocals With- 
draw From National Association, 
Including Sherman & Ellis 





A reorganization of the National As- 
sociation of Reciprocal Exchanges is 
likely to be effected at the annual 
meeting of that organization, which 
was to have been held in Chicago last 
week, but was postponed until July 23 
at Bloofington, Ill. A number of the 
big casualty reciprocals, including the 
Sherman & Ellis concerns, have re- 
cently withdrawn from the organiza- 
tion. Their explanation. is that they 
went into the national association only 
for the purpose of getting all of the 
reciprocals together on the matter of 
legislation, and especially the regula- 
tory bill which was pending in the Illi- 
nois legislature, and now that that mat- 
ter has been disposed of, they feel that 
it has nothing more for them. 

Most of the reciprocals left in the 
organization are automobile writing 
concerns, and it is quite possible that 
at the Bloomington meeting it may be 
turned into an automobile organization. 





Tom Walters a Visitor 


A visitor to New York this week has 
been Thomas Walters, deputy commis- 
sioner of insurance in Iowa. Mr. Wal- 
ters has resigned that office and will 
practice law with M. H. Cohen, vice- 
president and general counsel of the 
Southern Surety, and also counsel for 
the Hubbell estate, Des Moines, Ia. 
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Demands Share In 
Profits of Agency 


SUIT 





INTERESTING CHICAGO 





A. C. Arnold, Who Was a Special Part- 
ner in Conkling, Price & Webb, 
Starts Litigation 





Interesting questions as to the rights 
of a special partner in an insurance ag- 
ency are raised in the suit brought by 
A. C. Arnold against Conkling, Price & 
Webb of Chicago, who conduct one of 
the largest casualty and surety general 
agencies in the west. Mr. Arnold was 
for many years general agent in Chi- 
cago for the Fidelity & Deposit, and 
in 1908 joined Conkling, Price & Webb 
as manager of the bond department of 
the firm, his first agreement being that 
he was to be paid only a percentage of 
the bond premiums received by the ag- 
ency. The following year a new con- 
tract was made under which he was to 
receive one-fourth of the net profits on 
surety business written for the Fidelity 


& Deposit. In 1919 W. G. Kress was also 
taken in as a partner and thereafter 
Arnold’s share was reduced to one-fifth. 
Last year he learned for the first 
time of a special agreement made by 
Conkling, Price & Webb with the Fi- 
delity & Deposit in 1911, under which a 
special contingent commission of 20 
per cent on the net profits accruing to 
the company on all surety business writ- 
ten by the agency was to be paid to 
the three original partners in the firm. 
He alleges that under that special 
agreement the firm received $98,200 
under the ten years it has been in force. 
He demanded a share in those payments 
and when it was refused he severed his 
connection with the firm last December. 
He is now suing for an accounting. 
The agency’s contention is that his 
compensation as a special partner was 
limited by the terms of his contract 
with the firm and that he had nothing 
to do with any special arrangements 
for additional compensation which 
might be made by the firm with the 
company which it represented. 





Publish Case’s Picture 
David N. Case, chief adjuster of the 
life, accident and group departments 
of the Travelers, was honored by hav- 
ing his picture published in that Com- 
pany’s paper “Protection” last week. 
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Stories Told of Samuel Untermyer 


Samuel Untermyer, counsel for the 
Lockwood Investigating Committee, 
who left the country, much to the sor- 
row of insurance men, in order to take 
a German “cure,” (opinion is divided 
as to whether the underwriters want 
the cure to work), stopped in Berlin 
jong enough to hand out a threat to fire 
insurance men, in particular Fred J. 
Cox; and to certain life insurance men, 
in particular, Forrest F. Dryden. He 
said he would pay his respects to both 
when he returned to America. After 
disposing of this wallop, neatly type- 
written, he bade the reporters good- 
bye, and left for the bawths. 

Anecdotes about Untermyer continue 
to flit among the law offices where his 
peculiarities furnish a constant source 
of conversation. These peculiarities are 
highly amusing if you don’t happen to 
be at the receiving end of one of his 
shafts. There has been considerable 
talk as to what Untermyer’s game is. 
Some would have it that he wants to be 
United States Senator. Others that he 
would not object to filling the governor’s 
chair. But those who know him best 
insist that Untermyer doesn’t want any 
office; would not take one as a gift if 
it came without effort. He is not only 
a millionaire, but a multimillionaire. He 
is naturally pugnacious, disagreeable, 
and is not happy unless opposed by a 
flock of lawyers or others trying to get 
his goat. The bigger and more famous 
they are the better he likes it. Then he 
rises to the heights of satire, energy 
and pellicosity. 

Although he is one of the greatest en- 
tertainers in New York it is doubtful if 
he has any personal friends, for while 
occasionally he makes one, in a short 
time he loses him. In his own office he 
is a triple-plated terror. When he tel- 
ephones to the office woe to the employe 
who does not recognize his voice; in 
that. case off goes his head. He begins 
dictating as soon as he comes into the 
door, and at the sound of his footsteps 
the stenographer must: have note book, 
pencil and equanimity ready. A stupid 
question may mean dismissal, and, 
hence, the Untermyer entourage of of- 
fice boys, stenographers, clerks, butlers, 
valets and kitchen servants is forever 
changing. The movements of all cli- 
ents of the office must be known in ad- 
vance, so that when he desires an inter- 
view with the client the office must find 
him, whether he be at dinner, at thea- 
ter or at seashore. Untermyer expects 
his man to drop everything when called 
and rush to him. The other man is 
quite apt to accommodate him. His 
characteristics as a tyrant are in evi- 
dence even in his home and it is re- 
ported that his son-in-law, an assistant 
district attorney, calls him “Mr. Unter- 
myer.” 

Standing before his plate at the table 
is a silver menu holder and he searches 
a printed menu, quickly deciding what 
he wants and what should not be 
brought to him. 

During Untermyer’s recent visit to 
Buffalo one of the leading lawyers of 
the city invited him to a club, and an- 
nounced that he had arranged to take 
him out around the city. Arriving at 
the club Untermyer impatiently waited 
for a while and then exclaimed: “I 
thought we were going to have some 
dinner.” Finally it arrived, but was not 
satisfactory. He asked for an under- 
done steak. but didn’t like that either. 
“Come on, [’m going,” he said with as- 
perity, rising. The automobile trip 





didn’t suit him. A few minutes after 
the start he said: “Stop the car. I’m 
going back to the hotel. I see nothing 
in these streets to interest me.” The 
feelings of his host may be imagined. 
Greystone, the former home of Sam- 
uel J. Tilden on the Hudson, with its 


theater, wonderful gardens, straw- 
berries in January, and the scene of a 
three-hour conference between Unter- 
myer and fire insurance executives, is 
Mr. Untermyer’s pride. Sometimes as 
many as 200 guests are entertained. 
The lawyer can be charming then upon 
occasions, but he is just as apt to bawl 
some servant out as not. Mrs. Unter- 
myer is an unusually intelligent woman 
and she has her own circle of friends, 
quite often literary and artistic people. 
It is reported that Mr. Untermyer has 
little patience with these people and is 
bored at.these times. 

During a recent conference with two 
insurance men who had been summoned 
to Greystone, both of them smokers, 
Untermyer took expensive cigars out 
of a humidor, gazed at the wrappers 
carefully, and proceeded to smoke. He 
never offered either visitor a cigar. 

Untermyer’s influence in the city and 
nation is tremendous. During the war 
he had the inside track with McAdoo 
and many others in Washington. At the 
start of Hylan’s administration he was 
his principal adviser. He was respon- 
sible for many appointments at police 
headquarters and in city hall. A bad 
man to antagonize it is even reported 
that some judges are none too comfort- 
able when confronted by him. He has 
probably tongue-lashed more people 
than any other person in the United 
States, and generally he gets away with 
it. In insurance Untermyer’s principal 
bete noir is Charles A. Peabody. He 
doesn’t care much for Forrest F. Dryden 
either. 

Just what will be Untermyer’s finish 
is a subject for speculation. He is in 
poor health, working himself nigh on to 
death. Twenty hours of consecutive 
labor a day is no feat at all for him. 

* . 
Martin’s Training an Asset 

Whenever it is practicable, E. S. 
Martin, manager of the Home’s avia- 
tion insurance department, takes a 
flight in the aircraft which is to be 
insured by his company. Martin gained 
wide experience in the United States 
Air Service during the World War and 
today he is taking advantage of that 
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training in the underwriting of aircraft 
insurance. 

Because the collision hazard results 
in the majority of claims for damages, 
Martin likes to get a view of the land- 
ing field from the air. Going up in a 
ship then serves two purposes—he can 
ascertain the topography of the landing 
field and the surrounding country, and 
at the same time, can get the “feel” 
of the ship. Of course, the trip is pre- 
ceded by a thorough examination and 
inspection of the aircraft and its en- 
gine. ° 8, # 

“Porter’s” Proposition 

Promoter Porter, who gave Samuel 
Untermyer the circular about the ten 
companies which started his gunning 
after “unrevealed profits,” has been 
seeking to organize a stock participat- 
ing fire insurance company here. 

a s s 
A $40,000 Fee 

It is reported that $40,000 was the fee 
obtained by the man who negotiated the 
re-insurance of a Western fire insurance 
company recently. 

* . * 
Asks U. S. Curb on Aviators 

Julian S. Myrick, of Ives & Myrick, 
38 Nassau Street, managers for the 
Mutual Life, and who also is president 
of the United States Lawn Tennis As- 
sociation, has sent a request to the 
secretary of war and to the secretary 
of the navy, at Washington, that orders 
be issued prohibiting the flying of air- 
planes above the field at Forrest Hills. 
Official action was urged to protect 
the spectators from possible accident 
during the playing of the woman’s na- 
tional championship the week of Aug- 
ust 25 and the Davis cup matches Ser- 
tember 2, 3 and 5. Every effort will 
be made to avoid repetition of any such 
incident as that of last year when two 
aviators lost their lives during the 
championship at Forrest Hills. 
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Insure Against Failures 

Losses from bad debts for five years 
prior to the war were largely in ex- 
cess of fire losses paid in the same 
period, says the London Guarantee & 
Accident Company in an advertisement 
it has been running in the “New York 
Times.” This “ad” calls attention to 
the value of insuring against failures 
and features “London” credit insurance. 
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Ingram Takes a Rest 

This has been a busy year for ad. 
justers and loss men. Everyone of 
them has had plenty to do since vaca. 
tion time a year ago. Saturday will be 
the last day which R. Ingram, man. 
ager of the loss department for the 
Queen, will be at his desk for at least 
two weeks, as he takes his vacation on 
the sixteenth. The Queen has had, in 
comparison with some of the compa- 
nies, a very satisfactory loss record. 
This company did not join in the mad 
race for business, consequently its loss- 
es have been as near normal as any 
company has experienced during this 

period of heavy losses. 
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Rathbone in France 

Vice-President Joel Rathbone of the 
National Surety Company sailed on the 
“Olympic” last Saturday. This is Mr. 
Rathbone’s vacation time and he plans 
to be*away from his desk until the mid- 
dle of August. He will spend some 
time in France. 

ss 8s 


Claim Men Vacationing 

Charles D. Patterson and E. H. Me. 
Namara, both executive members of 
the General Accident’s claim depart- 
ment in New York City, have decided 
to spend their vacation at Lake Placid 
this year. Mr. Patterson will enter. 
tain Mr. McNamara at his lodge “Bit- 
tersweet” situated at the north end of 
the lake. These two gentlemen enjoy 
a well-earned reputation as being 
among the best in their field, both be- 
ing experienced investigators, claim 
men, and adjusters of long standing in 
Greater New York. 

s + 8 


Security Automobile Association Retires 


One of the first effects of the new 
Illinois reciprocal law is seen in the 
retirement of the Security Automobile 
Association of Aurora, Ill., which was 
unable to comply with the requirements 
of the new law and has accordingly re- 
insured all of its policies outstanding 
and has gone out of business. 





MEE IN NEW QUARTERS 





National Surety Vice-President Has 
Agency Department Well Established 
in Home Office 





John L. Mee, vice-president and super- 
intendent of agencies of the National 
Surety, is now located on the tenth 
floor of the home office building at 115 
Broadway, New York City. While al 
terations were being made on that floor, 
in order to accommodate the agency 
department, Mr. Mee and his staff were 
housed at No. 2 Albany Street. 

The removal of his department from 
the offices on Albany Street to Broad: 
Way was made last month. Now 
the agency department is established 
in the mew quarters which occupy 
the eastern section of the tenth 
floor. . Mr. Mee-has an efficient home 
office staff under Lis supervision, and 
the unusually well-vrg.aized field force 
of the National Surety reflects much 
credit on this department «ud the 
popular superintendent of agencics 
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Globe Ahead of Last 
Year in This City 


DECREASE DUE IN SOME LINES 





Mer. T. J. Grahame of Globe Indemnity 
Pleased With Company’s Progress 
During First Half of 1921 





A 15 per cent increase in business 
for the first six months of this year is 
indicative of the efficiency of the 
Metropolitan department of the Globe 
Indemnity Company and speaks well of 
the company’s Metropolitan manager, 
Thomas J. Grahame. To equal the rec- 
ord of 1920 is the fond hope ef prac- 
tically every casualty insurance man- 
ager and company official; to surpass 
that record this year is beyond their 
optimistic expectation. 

Yet, the Globe Indemnity’s Metro- 
politan department has exceeded, dur- 
ing the half-year ending June 30, the 
satisfactory figures for the first six 
months of 1920. This increase covers 
the general casualty business, with no 
particular line being prominent, thus 
indicating the well-balanced organiza- 
tion which Manager Grahame main- 
According to the general con- 
sensus of opinion among casualty men, 
there is no especial reason why their 
business should show an increase this 
year. Mr. Grahame himself is unable 
to mention any cause other than to at- 
tribute it to more efficient work on the 
part of men in the field. It is apparent, 
even evident, that the financial condi- 
tion of this country does not tend to- 
ward the writing or increasing of busi- 
ness. 

Decreases To Be Expected 


In regard to the immediate future, 
Mr. Grahame is not as optimistic as 
are some other prominent casualty 
men. He believes that it is only fair 
to expect a decrease in various lines. 
The casualty business has not felt the 
full effects of the depression period, 
and the figures for June would appear 
to bear out his statement that the next 
few months will really reflect the slump. 

In ordinary times July and August 
are not barometers of conditions in the 
casualty field, so it is not possible to 
judge from the experience thus far this 
month how much business the compa- 
nies are going to have for the remain- 
der of 1921. But if Mr. Grahame is 
correct in his opinion, there should be 
a gradual decrease in the volume of 
business written and a decided decline 
in the amount of premium income. 

July and August are vacation months. 
Brokers and agents arrange their af- 
fairs so that they can get away from 
the city for a few a few weeks during 
the hot season; the result being that 
there is a very noticeable slump in gen- 
eral insurance activities. Company 
officials and the personnel of the offices 
also like to take a rest at this time. 
The seasonal decline in the volume of 
work, occasioned by the let-up in the 
field, enables the home office folks to 
take their vacations without seriously 
tying up the routine work. 


Premium Income Slackens 


The casualty business is now begin- 
ning to feel the results of the unem- 
Ployment situation; the accident and 
health and workmen’s compensation 
branches being sure to show a decrease 
in premium income. Mr. Grahame 
points out the fact that the payrolls 
have been affected by the general de- 
Pression and show a smaller number 
employed and, in practically every in- 
dustry and some trades, a smaller bas- 
ic wage. 

This has necessarily resulted in a 
Smaller premium income from work- 
men’s compensation insurance. In ad- 
dition to this, there are the large num- 
ber of firms which won’t renew their 
insurance contracts because of the fact 
that their plants are closed, or are run- 
ning with a skeleton organization, or 
have but a small force working a few 
hours per week. In Mr. Grahame’s 
opinion, this is certain to be reflected 
in the business of the next few months. 


Burglary insurance, since the intro- 
duction of the new form of policy, has 
not been making very rapid strides. 
The public had just become educated 
to burglary insurance under the old 
form and now the public must be 
taught all over again, and it isn’t going 
to be an easy matter to make them see 
the advantage of carrying some of the 
insurance themselves. 


The mental attitude of the general 
public is another cause for a decrease 
in the amount of business, particularly 
on renewals. There has been, and still 
is, a buyers’ strike in all lines of busi- 
ness. When it comes time to renew 
insurance policies, there is manifested 
a tendency to think more than twice 
before doing so. This applies to ail 
the casualty lines, and agents and bro- 
kers are finding that salesmanship is 
required to prevent lapsation as well 
as in the selling of new business. 


Automobile insurance particularly re- 
flects the present depression in the 
business world. In addition to the 
heavy losses which the companies are 
suffering from this branch of the busi- 
ness, there is the added loss that re- 
sults from the very noticeable decrease 
in premiums. The moral hazard has 
Played havoc with many of the com- 
panies engaged in automobile insur- 
ance; the assureds employing various 
methods of getting money on their 
cars. 

And the lack of new business in this 
line is directly attributable to the gen- 
eral depression. Fewer automobiles 
are being manufactured because there 
is little demand for them; consequent- 
ly there is not much new business be- 
ing written. Until conditions show im- 
provement in the business world, Mr. 
Grahame does not expect to witness 
any marked increases in the casualty 
insurance business. He says that there 
are several big problems to be solved 
—transportation rates, taxation, tariff, 
and wages—before the casualty com- 
panies will break any more records. 





AETNA SURETY BUSY 





Company Placing Large Bonds on De- 
posits Made by State Treasurer 
in Local Banks 





Manager Wilmot M. Smith of the New 
York ‘City Fidelity and Surety depart- 
ment of the Aetna Casualty and Sur- 
ety Company has been very busy dur- 
ing the hot spell, for his company has 
been covering various large deposits in 
local banks. 

The New York State treasury had a 
surplus of cash, probably from the State 
income tax which we paid, and the 
treasurer made deposits in several New 
York City banks this week. The Aetna 
placed large bonds on some of «hase de 
posits, and Mr. Smith’s department has 
been rushed in preparing this business 
along with the usual everyday business. 





RICHARDSON IN TOWN 
Frederick Richardson, United States 
Manager of the General Accident, 
spent three days in New York this 
week. 





Plenty of golf at casualty conventions 
in August for insurance men who like 
the links. 
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MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 
50-56 JOHN STREET, NEW YORK CITY 


We write full coverage automobile insurance at 20% less than 


the conference rates. 
Telephone:—John 5880 Business written only through brokers 


We are open for agencies in New York and Pennsylvania 
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UNION INDEMNITY APPOINTS 


The General Insurance Agency of In- 
ianapolis has been appointed general 
agent by the Union Indemnity Com- 
pany for Indiana with the exception of 
ten counties. D. I. Crittenberger and 
A. L. Gutheil manage this general ag- 
ency. The State Brokerage Company 
of Lafayette has been appointed gen- 
eral agent for eight counties in the 
State, 
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Progress of the Equitable 





NEW FEATURES INTRODUCED IN A DECADE 








Group Life Insurance Non-Cancellable Accident 
Group Disability Insurance and Health Insurance 
Safety Inspections for Groups Premium Waiver Clause 
Home Purchase Insurance Disability Income Clause 
Refund and Cash Refund Annuity Double Indemnity Provision 
Income Bonds for Old Age Excess Interest Dividends 
New Convertible Policy Post Mortem Dividend 
Corporate Policy Endowment Conversion Privilege 
Endowment Annuity at 65 Educational Fund Agreement 
Liberty Bond Policy Salary Continuance Agreement 
Retirement Annuity Free Health Examinations 
New Survivorship Annuity Special Training for Agents 
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GROWTH IN A DECADE 


1920 IgI0 Increase 


Outstanding Insurance Dec. 31st. $2,656,524,071 $1,347,158,692 $1,300,366,279 
New Insurance 529,559,921 107,965,091 421,504,830 
Assets Dec. 31st 627,141,737 492,197,585 134,944,152 
Liabilities Dec. 31st 539,140,795 409,538,600 129,602,195 
Premium Income 95,354,787 53,160,164 42,194,623 
Total Income 132,156,042 76,289,493 55,867,449 
Payments to Policyholders 72,683,550 53,119,670 19,563,880 


* HE EQUITABLE 


LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


120 Broadway New York 
W. A. DAY, President 









































— 


ee oe eo eee eo eo eo eS 25 eSeSe25$25 














